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HOUSANDS of parents in your 


community will insist upon sturdily 
made school shoes, during the next few 


weeks. 

Thousands of these parents will demand 
RED GOOSE All-Leather School 
Shoes. A serviceable stock of “RED 
GOOSE” will gain preference for your 
store. 


FRIEDMAN - SHELBY 


(Branch) 


INTERNATIONAL SHOE CO. 
SAINT LOUIS 





“Half the fun 


of having feet” 





When writing advertisers please mention Boot and Shoe Recorder 
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The VOICE of the TRADE 


NAawepresentation 
and defamation must cease if this 
clause in many codes becomes part 
of association law under the 
NRA: 

“The making or causing or per- 
mitting to be made, any false or 
deceptive statements, either writ- 
ten or oral, of or concerning the 
business policy of a competitor, 
his product, selling price, financial, 
business or personal standing, is 
a violation of this code. 

“The defamation of competitors 
by falsely imputing to them dis- 
honorable conduct, inability to per- 
form contracts, questionable credit 
standing or by other false repre- 
sentations, or the false disparage- 
ment of the grade or quality of 
their goods, with the tendency and 
capacity to mislead or deceive put- 
chasers or prospective purchasers. 
is an unfair trade practice.” 


*x* * * 
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A\tbert E. Beck, 


shoemaker at Ft. George Wright 
near Spokane, Wash., has been 
awarded the substantial contract 
to repair 15,000 pairs of shoes, 
using 30,000 half shoes and 30,- 
000 heels, for the young fellows 
who run around in forests for the 
Civilian Conservation Corps, the 
great army of reforesters in the 
Fort George Wright district. His 
bill for leather alone will run up 





to seven or eight thousand dollars. 


He will repair the large order on 


the basis of about 150 shoes or so 


at a time. 
* * * 


Md 
F eet First’ 
by Dorothy Ducas and Adele 
Brown, is the title of an article ap- 


pearing in Collier’s for August 12, 


that every shoe man should read 
and display in his window, for it 
tells the story of the importance 
of the right shoe for comfort and 
balance. Here’s an excerpt from 
the article: 

“There ought to be a school for 
walking. Babies two years of age 
mimicking their elders, have been 
known to develop everted or flat 
feet. 
three-point support of the foot: 
the bottom of the heel, the base 
of the big toe and the base of the 
little toe.” 

These three foot exercises are 
recommended : 

“Walk barefooted 15 feet on 
your toes, stepping as high as pos- 
sible and bring weight down on 
outside of toes. Repeat five times 
at first; gradually increase to ten 
times. 

“Walk same distance as above 
on heels, lifting each foot as high 
as possible and coming down on 
the back of the heel. Repeat as 
in first exercise. 

“Using a table as support, bend 


Normal walking involves & 


(a) as far forward as possible on 
toes, bending knees; (b) as far 
backward as possible on heels, 
straightening legs. Repeat this 
rocking-horse movement as 


above.” 
* * * 


The Century of Progress 
brings to America a delegation 
from Czechoslovakia, led by John 
A. Bata, head of the great Bata 
organization at Zlin, Czechoslo- 
vakia. Of the 30 visitors, 10 were 
directly connected with shoes. 

Ant Cekota, chief editor of The 
Zlin, paid us a fraternal visit and 
told of the amazing progress of 
the Bata organization in the sale 
of shoes in India and the China 
coast. He said: “We approach 
these great markets in a ‘learning- 
ful’ spirit. As a result, we find 
the needs of the people and sat- 
isfy them with the shoes that they 





want and isn’t that really the 
secret of export trade?” 

Accompanying the party was 
John Skinner, son of Jack Skin- 
ner, of the famous English con- 
cern—Lilly & Skinner of Kings 
Cross, England. This was young 
Skinner’s first trip to America. 

The entire group have a com- 
prehension of the world as a mar- 
ket place, stimulated by American 
style and color. 

Included in the group were: 






































John A. Bata, John Hoya, B. 
Sevcik, A. Cekota, V. Chlud, H. 
Bata, A. Jabeson, J. Kripe, K. 
Plhon, and F. Smedck. 


2K * ok 


W ite a letter 


to Billy Camps, now a patient in 
the tubercular ward (286) of the 
John Dibert’s Hospital, Tulane 
and South Claiborne Ave., New 
Orleans, La. 

The veteran’ shoe _ traveler, 
whose semi-annual trips to Bos- 
ton made him known to shoe men 
everywhere, has fallen upon ill 
times in both health and finances. 
Encourage him with at least a let- 
ter, for in his day he was the 
friendliest of men. 


* 


7h Blue Eagle 


may fly in the windows of own- 
ers of small stores who tend their 
shops by themselves and have no 
employees. They were granted 
permission on August 1 to dis- 
play the NRA sign of the Blue 
Eagle. 
a 


A. F. Bancroft 


of Bancroft Walker Company 

says: “We believe that the ulti- 

mate cost to all industry of failure 

to support the President of the 

United States at this time would 
FORGET, THE MARKET 


PIBEE CAE OF GYRATIONS 
OKay 





- | 


JI BoveRy 
—_ | 


total infinitely more than the tem- 
porary price of cooperation (how- 
ever large it may appear) and that 
too much concern about profit at 
this time is shortsighted. 

“While it will take approxi- 
mately six or seven weeks to com- 
plete all of our ‘first trip’ Fall 
orders, all shoes sold on that basis 
will be shipped at the prices on 
the orders, and our company will 
absorb the extra costs. Any 
other course would force many 
excellent customers who (through 
no fault of their own) were 
called on ‘later’ to pay much 
higher prices than those who were 
called on earlier.” 
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THE NEW TEMPO 


—‘There are still many business men who 
haven’t shifted to the new tempo,” re- 
marked recently a well-known industrial- 
ist, who had been “conferencing” in 
Washington. 

—History is being made every day now in 
this interesting new-old world of ours. 
—The greatest economic and social read- 
justment of all time is taking place and 
many of us don’t quite know what is hap- 

pening—or why. 

—Not only our country, but every country 
in the world is being affected directly or 
indirectly. 

—The stage is being set for a new human 
drama and each one of us, whether we 
wish it or not, must play his part. 

—So. attune yourself to the new tempo, 
and plan to do your share to make this 
drama a glorious success that will last well 
down through the ages. 


, aoe 


President. 








L.. E. Langston, 


general manager of the Enna 
Jettick specialty shoe shops, has 
introduced a new customer service 
into these stores. 

“After a customer has been 
fitted and the shoe, wrapped,” said 
Mr. Langston, when seen at the 
Hotel New Yorker, “the customer 
is given a certificate of guarantee, 
which entitles her to return the 
shoes if they, have been improp- 
erly fitted. Each pair of shoes is 
carefully checked, by either the 
manager or another salesman, be- 
fore the shoes are wrapped. It’s 
surprising the very few exchanges 
we have to make. There is total 
absence of customers abusing the 
privilege of getting another pair 
of shoes because we have issued 
the guarantee. We have termed 
this new service, ‘certified fitting’ 
and advertise this important shoe 
service in our promotional work.” 


* * 


lary Silver 

of O’Connor & Goldberg, says: 
“The wisdom of holding the 
World’s Fair in Chicago is increas- 
ingly appreciated, for day by day 


larger crowds are coming to the 
exposition. A more. serious- 
minded public seems to attend this 
fair. The public is studying these 
exhibits with greater thorough- 
ness than at any other exposition. 

“Coming from all parts of the 
country, people find that several 
days’ walking around the exposi- 
tion buildings develops the need 
for more comfortable footwear. It 
is a strange but true fact that feet 
enlarge in Summer and through 
walking. As a result, the shoe 
stores of Chicago have been doing 
a good business right through the 
Summer months. And a_ good 
word must be said for Chicago’s 
shoe styling, for the public wants 
smarter shoes and can find them 
within the Loop.” 


kK * * 


= M. Mascbeskova, 


the Russian dancer, boasts of an 
elaborate shoe wardrobe of 178 
pairs of shoes, and a pair of feet 
which, aided by American-made 
shoes, have made her a small for- 
tune. 

Miss Mascbeskova, who has 
starred with Pavlowa, Ruth St. 
Denis and other leading ballet 
stars, declares that she has been 
all around the world as a dancer 
and has yet to find the equal of 


i HAVE TO TAKE CARE of MY 


LE etiate Savant INSIST ies 
M 


American shoemakers. This 
charming young woman, who re- 
cently displayed a shoe wardrobe 
that took on the appearance of a 
high-grade retailer taking stock— 
emphatically declared that she 
would never buy a foreign-made 
shoe. She states: 

“T consider quality valuable, but 
beauty must come first with me in 
shoes.” She wears a size 3A shoe, 
and her footwear is made of a 
wide assortment of leathers, fab- 
rics and other materials, varying 
from reptiles to lace. 


* * 


, Hugh M. Butler 
of the New England Recovery 
Board has “drafted’’ Ernest A. 
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Burrill of Boston to head up a 
movement to speed up code sign- 
ing by New England shoe stores. 

Mr. Burrill ‘immediately ' en- 
listed a committee of retailers 
composed of Gordon McNeil of 
Thayer, McNeil Company; Wil- 
liam J. Walsh of Walsh Arch 
Preserver Shoe Store; Arthur 
Wallace of the Wallace Shoe 
Stores, and B. W. Childs of Thos. 
Childs, Inc., of Holyoke. 


* * * 


Approximately 
10,000 Haverhill shoe workers 
will benefit by pay increases aver- 
aging more than 25 per cent as 
a result of an arbitration award 
announced today. The new scale 
will become effective the first pay- 
roll week after August 12 and, in 
the meantime, a flat increase of 
10 per cent will be effective as of 
August 1. The differences over 
wages arose near the expiration 
of the old agreement August 1. 


* * * 


The shoe industry 


of New England has furnished the 
two leading executives for the 


Massachusetts Division of the 
Home Mortgage or Home Own- 
ers’ Loan Corporation Act, with 
the appointment from Washington 
of Charles F. Cotter of Lynn, for- 
merly well-known manufacturer, 
as Bay State manager of this new 
governmental agency, and the se- 
lection of William L. Gleason, 
well-known Brockton manufac- 
turer, for years identified with the 
Corcoran-Gleason Co., as one of 
Mr. Cotter’s assistants. 

Both gentlemen have for years 
enjoyed an enviable reputation in 
the shoe field and are most cer- 
tainly well equipped to undertake 
their new duties. 


¢ <: -* 


; J. Rourke, 
president of the Cedar Cliff Silk 
Company, New York, N. Y., 
says: “The widespread promo- 
tion of satins in shoes, millinery, 
and accessories has suddenly stim- 
ulated a demand for shoe satins. 
In black alone there has been a 
call in two months greater than it 
has been in the last three or four 


years. We have been forced 
through this demand to put our 
plant on two 40-hour shifts to fill 
orders and to increase our loom- 
age to 100 per cent capacity. 

“Working under the NRA silk 
code our weekly, pay roll has al- 
ready increased $1,300 a week and 
will be almost double that increase 
when all equipment is put into op- 
eration.” 

* ea 


l, connection 
with the recent resignation of Ar- 
thur Butman, for years chief of 
the shoe and leather manufactur- 
ers’ division of the United States 
Department of Commerce, it looks 
very much as if Wilbur J. Page, 
who has been head of the hide and 
leather division for many years, 
will take charge of the reorgani- 
zation plans of the department, 
which calls for consolidation of 
the shoe and leather manufactur- 
ers, hides and leather and rubber 
division into oné group. 

It is reported that Mr. Page will 
be assisted in the new division by 
Everit G. Holt, chief of the rub- 
ber unit of the department’s bu- 
reau, created ‘in the interest of 
shoe manufacturers and tanners. 


* ok 


H. B. Boyd, 


administrative assistant, National 
Recovery Administration, Wash- 
ington, D. C., has received the 
following letter: 

“We wish to call to your atten- 





tion an unfair business practice by 
the wholesale shoe companies of 
this city. It is their practice to 
sell direct to the consumer single 
pairs of shoes at the same prices 
that we, retailers, are paying. It 
is certainly unfair for a wholesaler 
and jobber, who is on what we call 
a ‘jobbers’ list’ to sell single pairs 
of shoes in direct competition with 
the retailer and it has vitally af- 
fected our stores which are lo- 
cated adjacent to the wholesale 
district. 

“We beg of you to rectify this 
as we feel sure it is directly within 
your administration to handle 
such matters.” 

* * 


* 
America 


is the laboratory of the world and 
we will welcome to our shores two 
important retailers from England 
—Charles Hobson of Coventry, 
England, and Charles H. Baber 
of London. They will arrive in 
the port of Boston on the Laconia, 
August 27, for a study of the 
best forms of merchandising prac- 
tice and “on the spot” inspection 
of our national recovery. 

Charles H. Baber’s letterhead 
has the intriguing address: “Just 
by Queen’s Hall—302 Regent 
Street, London, W. 1.” He is one 
of the pioneers in England and 
evidently has a sympathetic in- 
sight, for he says: “I know, al- 
though the dollar has been dear, 
some of you have not had such a 
strengthening time in the shoe 
business.” 


Shoe Salesman: “Sunday! The one morning | can sleep—and we have to have company!” 
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Covered by NR A Codes 


Shoe Manufacturers May Use Blue Eagle Under Tentative Agree- 


15 


ment Until Final Code is Given Public Hearing and Signed by 
President. Retailers Raise Bid to 44 Hours but Fight for 48 Hours 
Will Continue 


1 = death to violators 
® of the Blue Eagle code, says General Hugh S. 
Johnson, and possibility of prosecution by postal 
authorities in use of the mail by concerns violating 
blanket agreements, says Postmaster James A. Farley. 
9 Proposed code on fair competition for retail 

= distribution, including shoes, changed to 44 
hours in the draft to be submitted for public hearing 
Aug. 22. Deputy Administrator Whiteside will open 
public hearing 10 a.m. Tuesday, Aug. 22, 1933, in 
the auditorium of the United States Chamber of Com- 
merce Building, Washington, D. C. A committee of 
the National Shoe Retailers Association and a com- 
mittee of the National Council of Shoe Retailers, Inc., 
met and could come to no common agreement. Both 


camps will fight to the last breath for 48 hours at 
retail. 


Groups of tanners in the leather industry unite 

s in informal conference with General C. C. Wil- 

liams. Leather belting tanners ask and receive ad- 

mission to common leather code. Public hearing 

scheduled for Aug. 21. (See pages 16-17 for pro- 
posed code and particulars on public hearing.) 


4 Stanley King, president of Amherst College 
e and formerly a director of the W. H. McEI- 
wain Shoe Company, was named by the N. R. A. as 
advisor in the field of boots and shoe manufacture. 
He will serve as an impartial “industrial adept” on 
the side of the National Recovery Administration. 


Tentative code of ethics has been presented by 
5. the National Shoe Travelers Association to the 
National Recovery Administration. Thomas A. De- 
laney, secretary of the National Shoe Travelers Asso- 
ciation, has been advised that all commercial travelers 
who now receive a guarantee or salary come under 
the code and the N. S. T. A. office, through its presi- 
dent, W. T. Mitchell, has been invited to cooperate 
with the N. R. A. in the diffusion of messages to all 
retail stores. 


6 Permission has been granted by the N. R. A. 
a for shoe manufacturers to operate under the 
President’s blanket code and to use the Blue Eagle 





insignia prior to the signing of the code of fair prac- 
tice for the boot and shoe manufacturing industry. 

Permission granted the Boot and Shoe Manu- 
7. facturing Industry to substitute the revised 
Article IV, Sections (1) and (2) of National Boot 
and Shoe Manufacturers Association Code for Para- 
graphs (2), (3) and (6) of the President’s agree- 
ment. This procedure is to permit industry to operate 
under the President’s code with these substitutions 
until final code is approved for industry. 

The Administration did not agree to original flexible 
clause permitting factories in industry to operate 48 
hours for eight weeks at peak periods. After con- 
siderable discussion, due to the emergency existing 
in industry, particulars as to style products, we were 
permitted a 10 per cent tolerance in excess of 40 
hours, for four weeks, enabling manufacturers to 
work 44 hours for four weeks, until such time as a 
code is approved for our industry. The reasoning 
of the Government representatives, based on statistics 
as far as can be secured, is to put back into employ- 
ment those in the industry that are at present unem- 
ployed ; and the first position of the Government was 
that no flexibility should be allowed beyond 40 hours. 

In Article IV, Section 1 of our code as filed, we 
excepted certain types of employees, including office 
help. Employees of the type originally excluded, 
except office help, are provided for under the Presi- 
dent’s blanket agreement in Paragraph 4. Office help, 
however, under our new temporary arrangement will 
come under the same wages and hours as factory 
employees. 

Provisionally there is no change in wages from the 
code originally suggested by the National Boot and 
Shoe Manufacturers Association, with the exception 
of apprentices, which is now limited to 5 per cent of 
all employees. It is the definite opinion of the Admin- 
istration that any greater latitude might be abused; 
and the Government has taken the position that restric- 
tions should be made as to the proportion of total em- 
ployees, the theory being that any individual entering 
employment, whether experienced or not, is entitled 
to a living wage. 
[TURN TO PAGE 40d, PLEASE] 












































L. J. ROBERTSON 
Chairman, 
Board of Directors, 
Tanners’ Council of America 


First honors for the Tanners’ Council of 


America, Inc. Its code leads the shoe and 
leather industries to the President's desk. 

On Wednesday, August 9th, in informal 
conference with General C. C. Williams, deputy 
administrator in charge of the shoe and leather 
industries, the Tanners group, led by L. J. 
Robertson, conferred with the labor, legal and 
consumer advisers to expedite final hearing on 
August 21st and early signing by the President. 
High compliment was paid to the Tanners’ 
Council of America for presenting a clear, con- 
cise, comprehensive code backed up by facts, 
figures and statistics, prepared at Tanners head- 
quarters. 
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A Proposed 


Public Hearing Monday, August 21, 

10 A. M., before General C. C. 

Williams—Leather Belting Industry 

Included in Tanners’ Code—Blue 

Eagle Now Available Under NRA 
Consent 


The following letter, 
authorizing the use of the Blue Eagle, the insignia 
of the N.R.A., was sent by L. J. Robertson, chair- 
man of the beard of directors of the Tanners’ Coun- 
cil of America, to all of its members. It reads as 
follows: 

“The Blue Eagle, the insignia of the N.R.A., is 
authorized today, Aug. 12. Any member of the in- 
dustry who has complied with the terms of the code 
attached and with one further provision, noted be- 
low, may now sign the President’s Reemployment 
Agreement with the following proviso: 


“To the extent of N.R.A. consent, as an- 
nounced, we have complied with the President’s 
Agreement by complying with the substituted 
provisions of the Code submitted for the Leather 
Industry. 


“Your postmaster will give you the Blue Eagle 
on presentation of the signed agreement and the 
Certificate of Compliance. 

“The additional condition imposed by the Policy 
Board is, that pending approval of the Leather Code, 
employers in our industry shall not work office work- 
ers over 44 hours in any week. 

“The National Recovery Administration has an- 
nounced a public hearing on the Code of Fair Com- 
petition for the Leather Industry, to be presided over 
by General C. C. Williams, Deputy Administrator, on 
Monday, Aug. 21, 10 a. m. Standard Time, Caucus 
Room, Senate Office Building, Washington, D. C. 

“All persons covered by the definitions in Article II 
of the inclosed code have the right to attend and be 
heard.” 4 

(Signed) L. J. Rosertson, 
Chairman, Board of Directors. 


LEATHER CODE, ARTICLE I—PURPOSE 


For the purpose of effectuating the policy of Title I 
of the National Industrial Recovery Act, during the 
period of the emergency, by reducing and relieving 
unemployment, improving the standards of labor, 
eliminating competitive practices destructive of the 
interests of the public, employees and employers, 
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Code for Leather Industry 


relieving the disastrous effects of over-capacity, re- 
habilitating the leather industry, increasing the con- 
sumption of industrial and agricultural products by 
increasing purchasing power, and in other respects, 
the following provisions are established as a code of 
fair competition for the leather industry. 


ARTICLE II—DEFINITIONS 


The term leather industry shall be held to com- 
prise all persons engaged in tanning or finishing 
leather for further fabrication or for sale, or engaged 
in the sale of leather, for their own account or for 
account of others, or performing any operation sub- 
sidiary thereto, and persons engaged in the cutting 
or further partial fabrication of leather. 

A Division of the leather industry is the Leather 
Belting Industry defined to comprise all persons en- 
gaged in the conversion of tanned and/or rough 
and/or curried leather into transmission belting, and/ 
or the manufacture of mechanical leathers of which 


the following is an illustrative but not inclusive list : 


(a) Rounded and link leather belting. 

(b) Aprons, leather fillet, loom strapping of which 
leather forms an integral or component part; and 
miscellaneous straps and supplies. 

(c) Lace leather, and leather laces for shoes, 
leather laces for belting, leather laces for sporting 
goods, etc. 

(d) Packing leather formed -and unformed, pack- 
ings, washers, etc., for hydraulic, pneumatic and 
other machinery, and other purposes. 

The term “employer” as used herein shall mean 
any member of the industry. 

The term “employee” as used herein shall mean any 
person employed in the conduct of such operations. 

The term “effective date” as used herein is defined 
to be the second Monday after the approval by the 
President, this period being necessary to protect per- 
ishable products in process. 

The term “persons” shall include natural persons, 
partnerships, associations, trusts and corporations. 


ARTICLE III—CODE BINDING UPON 
ENTIRE LEATHER INDUSTRY 


All members of the industry shall comply with the 
provisions of this code and are eligible for member- 
ship in the Tanners’ Council of America, and/or any 
divisional trade association now existing, or which 
may be established, which is actually representative 
of its branch of the industry. Such organization or 
organizations shall set up no inequitable restrictions 
as to membership. 


ARTCLE IV—W AGES 

No employee in the States of Maryland, West 
Virginia, Virginia, Kentucky, Tennessee, North 
Carolina, South Carolina, Georgia, Alabama, Missis- 
sippi, Florida, Arkansas, Louisiana, Oklahoma, 
Texas, New Mexico or Arizona, shall be paid less 
than 30 cents per hour, and 32% cents per hour 
elsewhere. Unskilled labor receiving in excess of 
this minimum shall not be reduced. No employee 
earning less than $30 per week shall receive less 
per week of 40 hours than he was receiving as of 
April 1, 1933, for the established work week of that 
time, excepting learners for a period up to six weeks 
who shall receive not less than 80 per cent of the 
minimum, and employees disabled by old age, or 
other causes, employed in the plant, neither class to 
exceed in number 5 per cent of the payroll. 


ARTICLE V—CHILD LABOR 


On and after the effective date employers in the 
leather industry shall not employ or retain any minor 
under the age of sixteen years. 


ARTICLE VI—MAXIMUM HOURS AND 
EXCEPTIONS 


1. No employer shall employ any person except as 
hereafter mentioned over 40 hours average in any 
26 weeks periods, nor over 40 hours in any week 
except by payment of 1% rate for overtime, nor 
over 8 hours in any day except by payment of 1% 
rate for overtime. 

2. From the provisions of paragraph one the fol- 
lowing classes shall be excepted: 

(a) Watchmen, beltmakers’ emergency 
workers, supervisory staff, executives and salesmen. 

(b) Maintenance workers, engineers, firemen, pat- 
ent leather luggers and sorters of whole leather, who 
may work 45 hours a week, 9 hours a day, or longer 
on payment of 1% time for overtime. 

(c) Office workers whose maximum 
hours shall be an average of 40 hours a week over 
a 26 week period. 

3. Further exceptions shall apply to any emer- 
gency situation which may arise whereby the product 
of the employer may be spoiled or destroyed while 
in a perishable condition, and in such cases the em- 
ployer shall be empowered to put such product through 
his regular processes to a non-perishable condition, 
and for such emergency, overtime shall be paid as 
above provided. 

4, There shall be no evasion of this Code by re- 
classification of the function of workers. A worker 
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Pigskin finish rubber 
makes an _ attractive 
snow boot for a child. 
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A man’s galosh 
in alligator finish, 
made snug about 
the ankle to fit 
under the trouser 
cuffs. 
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RUTH 
HARRINGTON 


This year’s rubber footwear 


came into being during a time of code meetings, 
rising prices and general confusion. The makers 
of galoshes did not—and do not yet—know just 
where the blue eagle is going to light! So it’s 
no wonder there is nothing radically new or excit- 
ing in the present rubber market. 

Many retailers have already placed their orders 
for just such staple footwear as is shown on these 
pages. And the backbone of the business will 
be this type of merchandise. But rumor has it 
that one or two of the rubber manufacturers have 
some novelty ideas up their sleeves, to be released 
later in the season. We can expect some later 
models when the snow and slush get really serious 
—and the eagle bird has settled down for the 
winter ! 

No matter how well stocked you may be with 
rubber shoes in a rising market, no matter how 
well laid your plans may be for buying a staple 
type of footwear, we believe you should still keep 
some part of your budget elastic enough to take 
in some novelties later in the season. We say the 
only way to get women really interested in buy- 
ing these days is to show them something really 
new to buy. To be sure, they sometimes choose 
the good old standby after all, but it’s the novelty 
in the window that stops them, brings them in 
and makes them, as the familiar phrase goes, 
“galosh conscious” ! 

Here are a few fashion points to bear in mind 
when you think about your later season novelties: 
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The seamless galosh this year is 
made with a wrap around effect, 
making it easy to slip on and off. 


Ribs are the great fashion point in Fur trimming is used for an 
Rib afternoon type of galosh. 


coats and all street costumes. 
fabrics are all important and yet, so 
far, we haven’t seen a single ribbed galosh. Why not? 
It’s a natural finish for a rubber. ‘ 
Novelty fastenings and lacings are among the high 
points of the season in shoes. Trick lace stays. Trick 
laces. Trick tips to laces. All sorts of novelty hooks, ; . , 
bars, bolts, clips, slides and buckles are shown in the pyri gon 
new dresses and coats. Why not incorporate some of shoe. 
these ideas in galoshes? 
Eel gray and other dark grays are a high note in 
shoes and in clothes. Why not a gray galosh? Nothing 
could be smarter. Here again we haven’t seen a single 
one. Why? 
The market is full of interesting new woolen weaves 
now being used in shoes. With the knowledge that 
rubber shoe manufacturers now have of how to make 
a graceful galosh, why wouldn’t these new fabrics fit 
into the picture? All of them are easily waterproofed. sais 
Some of them, like the new velvets and velveteens, are bisa Pon mnths 
waterproofed in the making. The use of fabrics in a line. 
galosh makes possible a clearer distinction between a 
sports and a more formal type. The rubber shoe, as 
we have it now, isn’t really appropriate for the country. 
Nothing like a tweed fabric for that. And what a nice 
looking formal galosh you can make with a waterproof 
velveteen! Show pieces perhaps. Limited volume, of 
course. But something to talk about. Something to 
stimulate interest and action. 
Now, as to the staple lines we have illustrated here. 
Here are the salient points in what the market has to 
offer at present. 
The all rubber galosh is about the 
only thing now available. Black is Alligator is one of the 
its big color. Fewer browns being favorite reptile _ finishes. 


Shown here with a three- 
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S it wrong to raise prices? Or is it wrong 

not to raise them? Consider this basic prin- 
ciple. In order to stay in business it is com- 
pulsory that the receipts from the business 
shall not only pay expenses, but also furnish 
a steady flow of incoming merchandise to re- 
place the outgoing goods. No matter how you 
figure it, a business will fail if the receipts 
from six pairs will re-buy only five pairs, after 
paying expenses. In that case the sixth pair 
which cannot be replaced represents a definite 
loss. 
















EDITOR’S NOTE: The conclusions ex- 
pressed in this article are those of the author 
and the RECORDER publishes them for the 
consideration of its readers without any 
recommendation as to the price lac which 
the individual merchant should pursue. 












By MURRAY C. FRENCH 


’ Shall We Sell 


Wen cost prices advance 
is it right, economically and morally, to raise the sell- 
ing prices of the stock on hand bought at the old 
costs ? 

As a simple example, using random figures, here 
is a new shoe costing, say, $3.50, which we shall 
mark $6. Over there is one that has been on hand 
two months, the same quality and equally good style. 
It cost $3 and is still marked $5. 

For argument’s sake, we'll presume $6 would have 
been an exorbitant price two months ago for this 
$3 shoe. Why should $6 be a legitimate price now? 
Let’s examine some of the reasons. why it is not only 
right to raise the price, but furthermore, why it is 
fundamentally wrong not to do so. 

1. While there is no difference in the value of these 
two shoes, still there is a big difference in the value 
of the dollars used to buy them. 

The old pair was bought with three dear dollars; 
the new one with three and a half cheap dollars. But 
in both cases the selling price will now go into the 
cash register in cheap dollars. So, to break even on 
the shoe, it must be sold for six of the new kind of 
dollars. 

2. Ludicrous as it may seem, one of the under- 
lying principles of the government’s present policy 
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Old Shoes at 


would seem to be to force efficient men in business 
to make a profit, whether they wish to or not. 

Now consider this basic principle: In order to stay 
in business, it is compulsory that the receipts from 
the business shall not only pay the expenses, but also 
furnish a steady flow of incoming merchandise to 
replace the outgoing goods. No matter how you fig- 
ure it, a business will fail if the receipts from six 
pairs will re-buy only five pairs, after paying ex- 
penses. 


This is absolutely true even 
though the selling price of the six pairs might show 
a “profit” over their original cost. But if, on account 
of a rise in costs, this so-called “profit” must be used 
to replace those shoes on the shelf, then it turns out 
not to be a profit after all—possibly a heavy loss. 

Many people, merchants included, cannot see how 
a business having no cash surplus can operate at a 
loss for two or.three years and still pay its bills. 
There is just one way, stock reduction. That is ex- 
actly what has happened to most shoe merchants the 
past few years. 

But stock reduction cannot go on forever. And 
there are only two ways of halting stock reduction, 
to say nothing about increasing the stock. The first 
is to go further into debt, which hardly appeals to 


New Prices? 


any of us. The second is to sell the pairs on hand 
for enough money to buy an equal number of pairs at 
today’s prices, after paying current expenses. There 
are no other ways. 

3. Comparatively speaking, merchandising is a 
“long-time” proposition. There are good years; there 
are bad years. These cycles hit the smart and the 
dumb alike. None can escape. In the long run there 
must be super-normal profits in the good years to 
balance the sub-normal results of the bad years. 

That principle, however, is not accepted by every- 
one. There are many, even among merchants, who 
insist it is economically and morally wrong to make 
a super-normal profit at any time, that it is iniquitous 
to “penalize” the public for the merchant’s ineffi- 
ciency or ill luck during the bad years. 

Now let’s forget years for the moment and exam- 
ine this principle on a short time basis. Hardly any 
store pays expenses from 9 to 10 in the morning. 
Those losses are made up by excess profits from 2 
to 3 p.m. Tuesday’s business seldom supports itself, 
depending on a busy Friday or Saturday to balance 
things up. In most shoe stores, July shows a loss 
which must be evened up by September’s profits. 

In other words, merchandising continually revolves 
through periods of under-profits and periods of over- 
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One Hundred 


The quickest way to make purchasing 
power is to put cash in the public’s purse. That’s 
the only solution to the National Recovery Act. 
Money, money, money in every state, city, town and 
village will turn the tide. If the American business 
man continues to be as stubborn as a stable of mules 
in this crisis, the mew deal by the President will be 
tipped over because of a raw deal by all the forces of 
blundering, banking and business. 

In 100 days our President did more for recovery 
than any single man has done in all economic history 
in that space of time. We have 100 days—September, 
October and November—to do our part. 

We have been exceedingly fortunate in these mid- 
Summer days of thinking constructively and even 
though the Summer has been torrid, it has been one 
of the greatest mental work periods in American 
business life. Many a business man has put in solid 
weeks of hard mental effort at a time when he would 
have much preferred to have taken a vacation. But 
this thing had to be thought out by the sweat of the 
brow and we can truly say that the new deal will be 
carried on because the partnership with Government 
is a real and practical thing. 

Edwin Hahn of the William Hahn Company, 
Washington, D. C., has said: “I signed the Presi- 
dent’s agreement not for patriotic or humanitarian 
reasons but from self interest. If our people 
haven’t money, they can’t buy. If they can’t buy, 
we can’t manufacture. If we don’t make goods, we 
can’t pay wages and salaries. Without wages and 
salaries there will be no sales. This vicious circle 
must be broken somewhere or the depression will 
go on and on. Where can it be broken? There is 
only one place in that cycle where a start can be 
made and that is for industry and business—all of 
it—to start the wheels by employing people who 
are unemployed, by virtually advancing them 
money until it is repaid through the sales process 
which will inevitably come when people have 
money with which to buy. 


Days Will Tell 


“T believe that only by investing in added wages 
and salaries for a period of time, until a reservoir 
of purchasing power is accumulated, will business 
in general revive and my business have a chance 
for improvement. I have signed because I believe 
most other business men will sign and, like myself, 
for selfish reasons. Acting together, none of us 
will suffer, because as the President has said, ‘the 
relative level of competitive cost will advance by 
the same amount for all.’ This I call enlightened 
selfishness.” 

The period of 100 days—September, October 
and November—is right before us. In that period 
we will discover that costs will soar. Purchasing 
power must be pushed up to absorb not only the 
costs of goods but the distributive costs as well. 

The goods made during the past four months 
must be moved. Higher prices are inevitable. Shoe 
prices at retail will rise gradually for many a merchant 
is sharing with his public some of the advantages he 
gained by ordering from manufacturers who had 
leather and supplies at favorable prices. The public 
in like fashion has not as yet received the full benefit 
of stimulated purchasing power in wage envelope 
increases so the public is forced to go a bit slowly 
for it is not yet ready to pay the full price as its part 
in national recovery. 

But before long the full force of the price-rises 
will hit the public and it is hoped that the new wage 
levels will balance the new retail price levels. 

The supreme importance of this 100 days period 
is something that every merchant should seriously 
consider. September, October and November repre- 
sent very optimistic months if viewed from the angle 
of human behavior. It is the three months period that 
follows—that is really the crucial period in this entire 
experiment of national recovery for it is in the months 
of December, January and February that shelter, 
warmth and health are of prime consideration to every 
man, woman and child in America. Homes must have 
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Successful stores see 
the opportunity to sell 

the foot health idea 
during school shoe time 
by means of interest- 
ing, attractive ads, 
made effective with 
clever copy and illus- 

trations. 





COWARD SHOES 
MADE THIS.,CHANGE 
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(his doctor, pechaps) suggested that the ony 
with Bal wos his shoes. 
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Ne, the ween't @ muacle! Just an everyday occurrence in 
the Coward Shoe stores. 





COWARD SHOES COME IN OVER 300 STYLES 






‘. Whees fer men end women 
9B 45 te $1245. For chiddven, $3.25 te $8.45. 
Cowerd teonemy women 
$5, $6, 87. fer ehitdren, $2.45 te $5.45. 

















1 REMEMBER THE FIRST 
TIME 1 EVER SAW THAT 

CHILD... HE WAS CERTAINLY 
“ALL SET" FOR SERIOUS 
FOOT TROUBLE.:. LUCKY 











HIS MOTHER BROUGHT HIM een: Bed by x 
TO COWARD'S IN TIME. MOshOd shows 9 chide 
5 10 direcs Wile f ass desig we 






37 West 47% Street, New York 
Seate Bldg, 20 West 34% Street, Mow York 
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Stress Juvenile Foot Health 


Tell Parents and Children that Happy Feet Make Better Scholars 






, Boot and Shoe Recorder 
of April 15, 1933, John P. Sulli- 
van, Ph. D., Supervisor of 
Health Education, Boston 
School Department, said: “The 
youth of today may brag about 
athletic figures, sensible hair 
dress, care of eyes, teeth, nose 
and throat, and how faithfully 
they adhere to a balanced diet. 
But the only thought for their 
feet, the very foundation of 
their structure, is how stylish 
they look when they’re well; 
who is a good chiropodist when 
they are in trouble . . . they 
certainly are not ‘foot con- 
scious.’ ” 

Statistics tell us 90 per cent 
of all children are born with 
perfect feet; 90 per cent of all 
adults suffer from some foot 
ailment or other, most of which 
begin in childhood! 

A tremendous amount of 
good can be done by making 
School Shoe Week, or what- 
ever you term your major 
school shoe promotion this 
Fall, a Juvenile Foot Health 
Week. The concentrated, co- 
operative publicity drive on the 
benefits of sending children 
back to school in proper foot- 
wear will be of untold benefit 
to the younger generation. 

Nor will it be altogether al- 
truistic, for rising prices, and 
the tendency to get back to bet- 
ter grades of shoes, combine to 
make “foot health” the logical 
selling appeal. 

Of course, the economy of 
longer wearing shoes, and other 
related features should be 
stressed, and we all know that 
the youngsters themselves will 
be pretty keen for smart styles 
—but the main theme to be 
played up in ads and dramatized 
in displays should be: 
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during School Shoe Season 
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HAPPY FEET MAKE BETTER SCHOLARS 








Here’s a suggestion for a simple window display idea that not only carries out the foot health idea in an effective way, but shows the shoes 
to excellent advantage. 


“GUIDE THEIR GROWING FEET ARIGHT” 

Planned effort by the individual store will accom- 
plish much among its own customers, and win new 
friends, but a cooperative effort of a group of stores 
handling good shoes for children will compel greater 
attention; with increased benefits to both children 
and stores. 

Among the features that can be effectively used are: 

Signed statements or short articles, by physicians, 
emphasizing the benefits of proper shoes, and the 
physical and mental reaction to improper footwear. 


A free foot clinic for children, 
with a competent person in attendance at certain 
hours each day. 

A “perfect foot” contest for children—with suit- 
able prizes, such as shoes, for the winners. 

A letter writing contest for children—the subject 
being “Why I like to wear Store Name Shoes’ or 
“Why Children Should Wear Proper Shoes.” Give 
prizes for the best letters and reproduce them (with 
photos of contestants) in your ads and displays. Gain 
the cooperation of medical societies, teachers and 
health columns of newspapers in promoting foot 
health and foot care among children. 

Among the points that can be elaborated upon in 
ad copy are: 

Think of the years ahead when you choose your 
child’s shoes. 

You can’t build a strong body on a weak founda- 
tion. 


Don’t squeeze a child’s feet in tight shoes after 
summer’s foot freedom and growth. 

The plastic bones in growing feet need correct 
shoes for healthful development. 

Correct shoes are your child’s protection against 
many bodily ailments. 

It’s better to pay the price for correct shoes than 
to have your child “pay the price” demanded by im- 
proper shoes. 

Each of the eight changes in growing feet, from 
infancy to maturity, demand a change in shoes. 

You can also tell them: 

Shoes too short cause enlarged joints. Shoes too 
loose make blisters and callouses. Shoes too tight 
cause corns. Pointed shoes distort the bones. Insteps 
must have correct support to prevent weak and fallen 
arches. Weak ankles, often indicated by stumbling, 
should have proper support. 

In your displays, by means of sketches and photo- 
graphs you can dramatize: 

Right and wrong posture and weight placement. 

Correct 3-point balance, vs. shifted balance points 
in flat foot. 

Normal vs. weakened arches—their relative posi- 
tions. 

Sketches or shoes arranged to show progressive 
lasts. 

Photos showing changes in growing feet. 

With these ideas as “starters” you can build up a 
very comprehensive program, which need not be 
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These Shoes 


for SCHOOL 





An up-to-date display done in popular 
poster style. A blackboard made of 
wall board on which is lettered the per- 
fect grade of 100% given to the shoes 
for school. The teacher is cut out of 
wall board and fastened against the 
blackboard. A striking display easy to 
make. The “blue eagle” can be shown 
on the blackboard or elsewhere in the 
window. 














School Shoe Windows Should 
Command Child's Interest 


Many shoe stores find 


that, due to the extensive use of sport shoes, rubber 
soled canvas footwear and other specialties in the 
vacation season, the Autumn school shoe business de- 
velops somewhat later than formerly. When a boy 
or a girl has a good pair of sport shoes or sneakers, 
left over from the Summer season, it is more than 
likely that the youngster will wear them to school 
in September, especially if Summer weather con- 
tinues. This has a tendency to push the peak of sales 
on Fall school shoes over into late September or early 
October. 

Nevertheless, September remains the traditional 
month for school shoe promotion, and early Septem- 
ber is the best time to begin featuring school shoes 
in attractive windows and advertisements which will 
focus the interest and attention of parents, boys and 


girls on the need of the right shoes, properly fitted 
and correctly styled, to make a good start at the be- 
ginning of the new school year. 

School shoes cover a broad field, extending all the 
way from kindergarten to college, so this kind of 
promotion is by no means confined to the children’s 
department. The men’s specialty store should plan 
an attractive window for early September, playing up 
smart types of Fall shoes for the college man, and the 
women’s store or department can build interesting 
windows featuring the styles and types of shoes 
which the young woman will wish to include in her 
wardrobe for boarding school or college. 

Style, service and fitting are strong points to em- 
phasize in advertising and windows designed to pro- 
mote school shoes. The boy and the girl of today are 
style conscious to fully the same degree as their 
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heWorlds 
longest wearing sport sole 
and heel . . . slip-proof 
water-proof. 


INDUSTRIAL WORKERS 


Get More Value Per Dollar 
From Shoes Made With 


Soles and Heels 


“Miles Texas Steer” shoes are great shoes for the 
farmer, mechanic, or laborer. Made with RAW- 
CORD soles and heels by— 

W. H. Miles Shoe Co., Inc. Richmond, Va. 
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“GETTING BACK TO WORK....” 
The battle hymn of the Republic 


A great army of men, from three to fi ili “ , i 
‘ oF ay Aadays ve millions, are getting “back on the job” by November Ist, according to Gen. Hugh 


This “army” brings with it a demand comparable to the surge in demand immediately following the homecoming of the 
army from Europe in 1919, for during the past two years supplying shoe-needs has been at low ebb. 
Industrial Workers need and will buy shoes “for the job.” Is your stock adequate? 


CRO-CORD Soles and Heels on every pair of your “industrial footwear” will aid your business. Why? Because, each 
pee Ft ahead has distinctive “selling points” of longer wear, comfortable wear, insurance against slipping hazards .. . . 


That’s why GRO-CORDS receive the indorsement of Industrial Engineers. 
Names of manufacturers using our soles and heels will be sent on request. 


LIMA CORD SOLE AND HEEL COMPANY 


LIMA, OHIO 
When writing advertisers please mention Boot and Shoe Recorder 








A well balanced and pleasing display of children’s shoes by The May Company, Los Angeles. 
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This is an effective treatment for the type 


of window that stresses style and quality. For the school shoe window we suggest use of an appropriate showcard with a strong message 
on the importance of the right shoe, properly fitted, to preserve health and efficiency. 


grown-up brothers and sisters. They want shoes that 
are the last word in style, not only in leathers and 
colors but in lasts and patterns as well. No children’s 
department can get very far in these days without 
recognizing this fact, which has a vital bearing, not 
only on the selection of shoes to be bought, but like- 
wise on the manner in which they are to be adver- 
tised, promoted and sold. Juvenile shoe advertising 
today should appeal to the tastes and desires of the 
youngsters as much as to the reasoning and common 
sense of the parents. Practical suggestions for adver- 
tising and promotion are given elsewhere in this 
issue. Here we present some suggestions for original 
and interesting window displays. The display idea 
illustrated at the beginning of this article can be re- 
produced and adapted to suit the needs of any boys’ 
and girls’ shoe department. It involves no difficult 
problems of execution or expense. The caption tells 
how to make it. 


Ger school atmosphere 
in school shoe windows. Don’t be content with sim- 
ply displaying the merchandise. During the next 
ten months of the year, the interest of boys and girls 
will be focused on school life, and by tying your dis- 
plays in with this interest you increase their atten- 
tion value. Play up the school shoe idea in the back- 
ground. If, your window is built mainly around shoes 


for the younger children of pre-high school age, it 
will be helpful to offer some gift, like a pencil box, 
a book strap or some novelty that will appeal to the 
youngsters. The store that shows an interest in the 
school life of its community, especially the games, 
sports and athletics connected with the school, will 
have a big advantage in selling the boys and girls. 
Many shoe stores have built up a juvenile business on 
the basis of an active interest in these school activities. 
Appeal to the fathers and mothers, too, for they 
are the ones who spend the money and therefore have 
the final say in determining where the shoes will be 
bought. Most parents today have some realization of 
the importance of proper fitting and its bearing, not 
only on foot health, but upon the general well being 
of their children. It is up to the merchant to cultivate 
this parental interest in right shoes as a factor in child 
health. Make sure that you have the sizes and widths 
to fit children’s feet properly, that your salespeople 
are properly instructed and, above all, duly impressed 
with the necessity of careful, painstaking attention in 
the fitting of children’s feet. Then tell the parents 
through your windows and ads that you are equipped 
and qualified to render this service. Point out to them 
that right shoes are essential to building a strong 

foundation for health and efficiency in later life. 
This is a year in which it is especially important 
and necessary to tell an honest, straightforward, con- 
[TURN TO PAGE 52, PLEASE] 
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A sales advantage for 
‘Friendly dealers 


Zi / You, foo, can have it/ 
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LABICHE & LEGENDRE 


Men's, Women’s and Children’s Shoes 
836 Poydras Street 
New Orleans May 8, 1933. AAL-¥ 








Albert WV Labiche 
Armand A. Legendre 






Southern Bel Tel. & Tel. Co., 
520 Baronne St., 
New Orleans, La. 











Gentlemen: 






It gives me pleasure to write you in connection with the 
"Where To Buy It" service that we now have in the Classified Direc- 
tory for Friendly Five Shoes. 












At the time we contracted for this service we knew that 
we were going to move at a later date, therefore we requested that 
our new address be listed in the current directory. 













The new directory was delivered before our removal to 
Baronne St., and to our amazement several persons called at the new 












You can’t expect people to wear out address. These persons were directed by the workmen to our old store 
h sh leath looki f and they explained to us that our address show for FriendlysFive 
much shoe leather loo ing tor your Shoes in the telephone directory had led them to go to our new 
store. They may want the brand you store. 
sell, but if they don’t know you sell The fact that Friendly Five Shoes is shown in the direc- 
ae . * tory only with the "Where To Buy It" service, proves beyond a doubt 
it they ll accept a substitute. the value of this representation. 
ee « ” Ms 
Do what Friendly dealers do. List Some few weeks ago I had occasion to be in a distant city, 
your name, address and telephone and while there I was interested in talking with other Friendly Five 
| : h l ified leph Dealers. After referring to the directory I was unable to find any 
nu er in the classifie te epnone information about Friendly Five Shoes. 





directory—under the brand you sell. 





I made several inquiries and was finally given a list of 








Then your prospects will find you dealers by the Chamber of Commerce. It was then and there that I 
. : decided to be listed in my local telephone directory to safeguard 
easily. The cost is only a few cents a day. cthsew She Sauce ceaieinain, 
Discuss this with the manufacturer’s 
ee dices : . K I know you will be glad to learn of this as it proves 
representative. Or communicate with the merits of your telephone directory. 






Trade Mark Service Manager, Amer- Yours very trul 
ican Tel. and Tel. Co., 195 Broadway, hin 5 whe 
New York (EXchange 3-9800) g 


—or 311 W. Washington St., 
Chicago (OF Ficial 9300). 





Armand A. Legendre. 
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The New Path to Profitable 


Retailing ~- 


ln our previous study 
of this process, which I have termed preparations to 
buy, we discussed the figure side, the foundation 
side of buying work. With that part of the work 
behind us, with the buying foundation securely in 
place we can pass to the remaining steps in your 
preparations to buy. 

There are many sources from which you can obtain 
a forecast of fashion for the season ahead. Here is 
one place, however, in which it is important to know 
just what you are looking for. Do not make the mis- 
take of confining your search to purely shoe sources. 
One of the amazing things which has come to my 
attention in the last six months has been the com- 
plete lack of any understanding of fashion on the 
part of so many retailers. It has been said that clothes 
are an evolution but shoes are an invention. This is 
so because the kind of a dress, the kind of a coat, 
the kind of a hat a woman wears governs the shoe 
she must buy. After all a women buys a shoe to go 
with some coat or dress she wears. Therefore, if you 
really want to do a job in style merchandise you must 
look beyond shoes, you must look at all women’s 
wearing apparel. 

The Boor anp SHoE Recorper has done good 
work in the shoe forecasting field. I would also 
recommend such other publications as Vogue, Harp- 
ers Bazaar, Women’s Wear. These are all authentic 
sources of fashion information. Follow them and 
put in writing everything you can find which contains 
worthwhile information on shoe and related fashions 
during the season for which you are planning. You 
can supplement this fashion information through 
studying the coat and dress displays in other store 
windows. I would caution you, however, to be dis- 
criminating in your choice of the store windows you 
follow. This compiled fashion forecast will indicate 
to you the colors and materials you should purchase 
for the season. It will indicate whether you should 
purchase large quantities or small. It will serve as a 
valuable guide in indicating when your store stocks 
should be built up in various colors and materials and 
when they should be liquidated. 

After you have reviewed carefully the fashion fore- 
cast you have compiled, your next important step 
should be to study the past selling records of your 
store. Take your selling records for the past year 


No. 6 in a Series of Articles 


By LAWRENCE A. SCHOEN 


Operating Director, Wise Shoe Co., Inc., New York 


and study the history of your sales during the period 
covered by the forecast. Observe how your selling for 
the last year checks against the forecast for this year. 
If there is a considerable difference between the two 
ask yourself three questions. 


1. Did I have an adequate stock of the color and 
material in question last year? 


2. Is the difference due to a change in the fashion 
picture for this year? If necessary contact some 
good fashion publication for the answer to this one. 


3. Is the difference due to the type of customers I 
have or to the difference between my city and other 
cities ? 

After you have compared your own selling record 
with the forecast you should reconcile the two and 
through notations on the forecast set down a com- 
plete fashion picture for your own store. You now 
know just what merchandise you will require for 
the coming season. 


l. is important now that you 
review the shoes that have been carried over from 
the previous year. The fashion forecast plus your 
own notations will give you a reasonably complete 
picture of your requirements. With this picture in 
mind, go through your complete shoe inventory and 
pick out the shoes which fit into your fashion forecast. 

When you have completed this inventory review 
and select the shoes in your stock which will have 
sales value during the season for which you are pre- 
paring, your next step should be a complete and ac- 
curate size up of each and every number you have 
selected. Review these size ups, together with the 
actual shoes, and determine which of the shoes can 
be given consideration at the time you buy your new 
shoes. This is an operation in which the element of 
personal judgment on your part must be the decid- 
ing factor. 

If the shoes which you have picked from your 
stock are especially heavy in the so-called “end sizes” 
it is probable that you can decrease the quantities of 
these sizes you purchase on similar types of new 
shoes. This does not mean that these “end sizes” can 
be eliminated on your new purchases but in most 
cases it does mean that they can be reduced. If any 

[TURN TO PAGE 32, PLEASE] 
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"ONE GOOD TURN 
SELLS ANOTHER" 











IN-STOCK 
OPERA STYLES 
$oB-40 
5% 30 days 


cents less than three 
pairs. 














No. $11275—Black Suede 
“ANDY” 
Medium Toe Last 
15/8 Heel 
Cottage Shank 
No. $12275—25D Brown Suede 
“AN Dby” 





No. $8206—Color 74 Brown 
Kid 
““MAGDA” 
Pleated Leather Inlay 
Medium Toe Last 
17/8 Heel 
No. $7206—Black Satin Kid 
“MAGDA” 
Pleated Leather Inlay 





No. $11201—Black Suede 
“RENO” 
Patent Tip Fox and Lace 
Stay 
Medium Toe Last 
17/8 Heel 
No. $12201—25D Brown Suede 
“RENO” 
Bronze Patent Tip Fox and 


w 


C), bol) iss 6 Per he 


NEWBURYPORT 
MASSACHUSETTS 











sy 


® 
ANNOUNCE 


26 NEW IN-STOCK 
NUMBERS FOR FALL 


Here is the opportunity you have 
been waiting for. A complete 
fall line of 26 hand made turn 
shoes. The question of delivery 
is immediately eliminated when 
you use our rapid service. Quick 
turnover works better profit. 
Send for our catalog—and turn 
to turns. 








This chart indicates the sizes and widths 
available on in-steck numbers. 





No. $11 ' 
No. $7893—Black Satin Kid > ee Sueee 





IN-STOCK 
PATTERNS 
s bd Se 7 
5% 30 days 


cents less than three 
pairs. 














$0333—White Crepe 
“PRESTO” 
Medium Round Toe Last 
20/8 Heel 





No. $11533—Black Suede 
“LORINA” 

« Medium Round Toe Last 
20/8 Heel 





No. 8153—Color 74 Brown Kid 
“REGENT” 
Medium Toe Last 
16/8 Heel 


No. $2153—Patent 
“REGENT” 














@ 








Lace Stay 








“EDNA” 
‘EDNA” Medium Toe Last 
Medium Toe Last 20/8 Heel 
20/8 Heel 
No. $8833—Color 74 
No. $2893—Patent Brown Kid 
“EDNA” “EDNA” 
R 
™ &R 
(WE BO OUR Pant 
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[CONTINUED FROM PAGE 30] 


of the shoes you have picked from your stock have 
reasonably complete runs of sizes and widths you 
should examine them carefully to determine just why 
they have remained in stock. It may be that you 
should disregard them in making your new purchases 
and it also may be that you should not purchase any 
more shoes of that type. In these cases it is a matter 
of merchandising judgment and few if any general 
or specific rules can be set down to guide you. Most 
of the “carry over” merchandise cases are individual 
cases and must be handled as such. 

The preparation of your shoe style chart should 
be the next and last step in your preparations to buy 
your shoes. The shoe style chart should be prepared 
on a form (similar to that illustrated). In preparing 
this style chart there are a number of matters which 
you should keep in mind. 


1. The inventory and purchase figures in your mer- 
chandise budget. These necessarily limit the num- 
ber of different styles you can buy. You must have 
enough sizes and widths. 

. The fashion forecast together with your own modi- 
fications of the forecast. These will indicate the 
relative number of styles which you should pur- 
chase in each of the color and material groups. 

3. The merchandise which you have picked out of 
your present stock as having sales value during thé 
period for which you are planning. This may or 
may not influence the number of new styles you 
will buy. 


bo 


You will observe in the sample form illustrated that 
each style chart is divided into two main groups, 
namely a high heel section and a low heel section. 
You will further observe that each of these main 
groups is subdivided into color and material sections. 
Each color and material section is divided into three 
columns, with the following headings: 

Numbers purchased 
Style Number 
Size Range 

In the column headed “Nos. Pur.” you should in- 
dicate the number of different styles that should be 
purchased. For example, if you believe that you 
should purchase two different styles of Black Kid 
Novelty Operas insert (2) in the “Nos. Pur.” column 
in the novelty opera line. This is illustrated. 

The column headed “Style Number” should be left 
blank. This will be filled in by you at the time you 
select your shoes at the buying meeting. 

In the column headed “Size Range” you should 
indicate the sizes and widths in which you plan to 
purchase the shoe. This can be done in one of two 
ways. You can write out the range such as AA to 
C 3 to 8. 

This same procedure should be gone through for 
both high and low heels and for every color and 
material and every type of shoe listed on the style 


chart. When this has been completed you are: ready 


to do your actual buying work. 

It is unfortunate that we had to handle these 
preparations to buy steps in two articles. It might 
be well to tie them together by summarizing briefly 
the complete series of steps involved. Better than 
this I would suggest that you get out your last week’s 
copy of the REcorpeER and read these two articles to- 
gether. In this way you will get a clearer picture of 
this whole series of related steps. The seven opera- 
tions taken together are as follows: 


1. Preparation of a complete merchandise calendar 
of events. 

2. Preparation of your seasonal budget (in pairs of 
shoes) of sales, inventories and purchases. 

3. Preparation of new size and width schedules on 
which your orders can be based. 

4. Gather and put into writing all of the material you 
can get on the style forecast (color, materials, 
types) for the season ahead. 


5. Review your sales records for the corresponding 
season of the previous years. 


6. Review of seasonal merchandise which you have 
left from the previous year or season. 


7. Preparation of a shoe style buying chart similar 
to that illustrated in this article. 

These preparations to buy involve a large amount 
of work but when you have done this work you are 
ready to buy with a degree of understanding and 
skill which will enable you to merchandise your store 
for more sales, a smaller and cleaner stock and a 
resulting increase in your turnover and decrease in 
your mark-downs and stock losses. These are the 
things which bring you more profit and profit is the 
thing in which you are most interested. 


One Hundred Days Will Tell 


[CONTINUED FROM PAGE 22] 


fuel, workers must have food and all mankind must 
be properly clothed to withstand the elements at that 
time of the year. 

But let us go back to September, October and No- 
vember and emphasize again that in these months the 
public is really working with you and for you. The 
public is interested in fashion goods, in color, in style. 
In this period millions return to school; more millions 
are eager to work with a vim and vigor that is lack- 
ing at other times in the year. 

If the merchant can do a supreme job of balancing 
his sales with wage encouragement to his own em- 
ployees, he is contributing a big part to national re- 
covery. If the codes are signed and become workable 
then millions now idle will be reemployed. We ask 
of our industry in all its branches supreme effort in 
these 100 days. 
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MY FEET TIRE SO QUICKLY...) |] MY FEET VEVER TIRE... 
‘I'M SIMPLY WORN out / | WEAR WILBUR COON SHOES / 














No. 2356—Black Glazed Kid 

Six Eyelet Blucher Oxford, 362 last, 
15/8 scuff-proof wood Cuban heel. 
AAA to EEE (No EE). $3.90. 


Ease Those Aching Feet! 
Give Them Comfort, Style 


Picture yourself as the dealer from whom the lady on the 
oe JE Biek at typ left purchased her shoes. Is she coming back to you? 
ered Cuban heel, leather top. AAAAto The entirely different idea of the 5-POINT FIT has brought 

gh ages comfort and ease to feet that never knew peace before. 

WILBUR COON SHOES grip the foot securely thru the 

instep, waist, and heel. The Special Measurements in 

Wilbur Coon Shoes take care of that ... narrow heel, slim 

instep, oversize ball, etc. 

:: Write for the New Fall Catalog .. . the styles are richly 
No. 2396—Black ree Kid modern. Fit your customers with Wilbur Coon Shoes and 
Four eyelet blucher, 313 last, 14/8 they’ll send new business to you. 


be" med Cuban heel. AAA to EEE. 
SIZES 1 TO 12—AAAA TO EEEEE 


Vitteu lon, Aho 


N, Y. Office: 520 Marbridge Bldg., 47 West 34th Street Chicago Office: 506 Security Bldg., 189 West Madison Street 





W. B. Coon Co. 
37 Canal Street, Rochester, N. Y. 


Send New Fall Catalog 
Put us on your mailing list. 


Send us a pair of No 
R5 
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Six Months Shoe Producction Shows Inrease of 23 Million Pairs 
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Production (Pairs) San adat 
of 
- Kind June May 1/ June Jan.-June | Jan.-June increase 2/ 
Jan. - June 
1933 1933 1932 1935 1932 1933 - 1932 
Boots, shoes, end slirmers, total...cccscccscscccecees 34,629,616] 32,965,224 | 235,561,556 | 172,902,555 | 149,665,548 . 15.4 
High and low cut wots and shoes (leather), total............--- 27,933,832 | 27,054,418 | 18,585,160 | 146,177,661 | 125,690,554 16.3 
*s: 
DROSS ccc cvcccccccccccccccccccccscecceecececcccccccesccescees 6,458,922} 6,047,564 4,247,531 | 30,699,608 24,732,476 24.1 
WORK occ cccccccccccccccc ccc cr cccecceccececcesccccccecscccccs 2,569,644) 2,514,566 1,603,679 | 11,600,488 9,559,345 21.4 
Boye’ GNA Youtns’ ccccccccccccccccccccccccccccccesccccccccosccs 1,932,261; 1,683,495 1,162,519 9,645,106 8,140,521 18.5 
Womee 9B. cc cccccccnccccccccncccccccccesccccecescecoccccetoceece 12,029,040} 11,949,940 7,883,918 | 66,957,151 56,183,907 19.2 
"4s ses" and children’ 3,226,068) 3,247,586 2,526,552 | 17,901,696 18,525,005 - 3.4 
Infants’ ..cecesecees 1,717,877] 1,611,247 1,140,961 9,375,857 8,549,300 9.6 
Athletic 3/ .eccscseee 141,951 112,180 104,219 5,429 616,423 - 3.4 
Part-leather ard pe rt-febric.......s+e 261,825 292,473 335,529 614,146 1,351 ,892 38.9 
All-fabric (satin, omvas, ete.) 3/ «+... Cocccccvcccccccccccce ’ 667,718 71%, 511 964,527 3,061,251 4,387,260 -30.2 
Slippers and moccasins for house wear, total... ..cssccceccsceecs 4,303,515) 3,525,347 2,601,229 16,030,077 12,269,688 30.4 
All Lewther. ..cccccccccccccccccvccccsccs eoece 929,178 810,030 609 ,261 3,902,535 2,522,649 54.7 
Part leather, felt, OtC os cccccccccccesesccece 3,374,337] 2,715,308 1,991,968 | 12,127,742 9,766 ,8> 24.2 
Barefoot sandals, and all other footweer 4/ ... 1,320,777] 1,261,295 981 ,072 6,223,760 5,547,731 12.2 
1. Figures revised to induwie data received after publication of May report. 2. A minus sig (-) denotes decrease. 
3. Excludes footweer with fabric uppers end rubber sles. 
4. In addition, factaries reporting leather footwear, produced 374,526 wairs cf rubber-soled footwear with fabric uppers during June and 
@ total of 2,479,285 pairs during the pericd January-June, 1935. 








WASHINGTON, D. C.—Statistics just 
released by the Department of Com- 
merce, Bureau of the Census, on the 
production of boots, shoes and slippers, 
other than rubber, by classes and states 
for June, 1933, as reported by 1076 
factories, are presented in the table 
reproduced herewith. 

The total production of footwear in 
factories reporting in factories for 
June, 1933, indicates an increase of 5 
per cent from May, 1933, and an in- 
crease of 47 per cent over June, 1932. 
Production during January-June, 1933, 
shows an increase of 15.4 per cent as 
compared with the same period of 1932. 

Men’s dress shoes showed the largest 
percentage of gain for the January- 
June period of 1933 over that of 1932, 
with an increase of 24.1 per cent. Work 
shoes for the same period were being 
manufactured with almost equal work- 
ing schedules, the figures reporting a 
gain of 21.4 per cent. The revival of 
industry, and lack of buying during 
the past few years on the part of male 
customers support in a large measure 
the opinion of hundreds of merchants 
that with the enforcement of the NRA 
will come an increased buying impulse 
of men’s shoes, forced through neces- 
sity of replacing wornout footwear. 

A wide upswing in increased produc- 
tion of women’s shoes during the six 
months period of 1933 compared with 
1932 is reported with 10,773,225 addi- 
tional pairs. 

There was a decline of 3.4 per cent 
in the production of misses’ and chil- 
dren’s shoes for the six months period 
ending June, 1933. Part-leather and 
part-fabric shoes showed the largest 
percentage of decrease in the produc- 
tion figures with 38.9 per cent. 

For the six months period ending 
June, 1933, production figures given in 
the report shows 172,902,555 pairs as 
against 149,863,548 in 1932. 

In the report of shoe production by 
states, New Hampshire showed the 


of the nine states listed with 2.5 per 
cent. The largest gain was reported 
from Wisconsin where the upswing in 
pairs gained wts 30.0 per cent. 





PRODUCTION OF BOOTS AND SHOE 
PRODUCTION OF dpeneaen, ents THAN RUBBER ' 
1933 1932 AND 1931 
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PISS Si Slelele 
Chart showing trend in shoe production in 
first six months this year as contrasted with 
1931 and 1932. Note the sharp increase 


from April to June this year, as compared 
with declines in the past two years. 
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Green Shoe Mfg. Co. Raises 
Wages 


Boston—“The individual must trans- 
form act into action, if any benefits are 
to be expected from the National Re- 
covery Act,” states J. A. Slosberg, pres- 
ident of The Green Shoe Manufactur- 
ing Company, makers of fine juvenile 
welt shoes. He continues: “More than 
lip service is necessary to prove loyalty 
to our administration in Washington 





smallest percentage of increase of any 


and a sincere desire to cooperate in the 











economic recovery of our country. Be- 
lieving this, on August 9, we voluntar- 
ily reduced our factory working hours 
from forty-eight to forty hours a week. 
In addition, we increased wages from 
fifteen to twenty-five per cent based on 
the levels prevailing before the reduc- 
tion in working hours. 

“Although it might seem that we 
have unnecessarily penalized ourselves 
by this voluntary action while most 
others are clinging to the old order as 
long as possible, we have already found 
substantial advantages in our new posi- 
tion.” 








TRADE LITERATURE 








MILWAUKEE—A novel and interest- 
ing catalog of in-stock shoes for men 
and women, which not only illustrates 
and describes the styles but contains 
a wealth of material for the merchant 
on how to advertise, promote and sell 
them, has recently been issued by the 
Rohn Shoe Manufacturing Co., of this 
city. The catalog also explains in de- 
tail the construction of the new Rohn 
Nail-less Nu-Matic Cushioned Shoes. 

Consisting of 32 pages, profusely 
illustrated in color, this catalog is an 
exceptionally well-planned job from the 
standpoint of printing and typography. 
Small human interest illustrations sug- 
gesting the uses and advantages of the 
shoes appear on nearly every page, and 
the booklet includes a section which sets 
forth in detail the Rohn plan of adver- 
ising cooperation for dealers. 





Morris Company to Move 


MIDDLEBORO, Mass.—The Morris Shoe 
Co. of Taunton, Mass., who have been 
located there for seventeen years, have 
secured the Schlueter factory on Jack- 
son Street, Middleboro, which they will 
soon occupy and start production. 
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Boot AND SHOE 


to offer 


“Athlete’s Foot’ — itching feet and toes 


Dr Scholls 





EVERY CUSTOMER NEEDING 
SOLVEX ALSO NEEDS THESE 
TWO ADDITIONAL DR. 
SCHOLL AIDS FOR THE FEET 


Every call for Dr. Scholl’s Solvex offers 
you an opportunity to make an addi- 
tional sale of two 35c items... 
Dr eke ots Fone Powder SELLING 

Dr. Scholl’s Foot Powder. Wholesale, $8.00 doz Wholesale, $4.00 doz 
COMPANIONATE ITEMS IS a. tom . » fice 2 
PROFITABLE. And in this instance Retail, $1.00 Retail, 50¢ 


... allthree items will greatly satisfy 
every customer. NATIONALLY ADVERTISED 





DR. SCHOLL’S 
MEDICATED SOAP 


DR. SCHOLL’S 
FOOT POWDER 


The directions for using 
Solvex recommend the use of 
Dr. Scholl’s Medicated Soap for 
cleansing the feet and as an aid 
in destroying the germs. 


We also recommend using 

Dr. Scholl’s Foot Powder for 
seas the feet dry . . . elimi- 
nation of excessive perspiration 
keeps the germ from spreading. 


Present these two companionate 
items in the way we suggest... 
and you enjoy three profits from 
three sales—per person afflicted 
with the conditions for which 
we advertise Solvex so exten- 
sively. Each item costs you 
$2.75 per dozen. Retail at 35c. 
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this safe, sure remedy for 





In such leading publications as The American Weekly, Collier's, Liberty and The Literary Digest. 


HIS is the time of year when such foot conditions are 

most prevalent ... and you can be sure you are recom- 
mending the best when you offer Dr. Scholl’s Solvex for treat- 
ment of Itching Feet and Toes, “Athlete’s Foot,” “Golfer’s 
Itch,” Ringworm, etc. You can recommend it where other 
methods of relief have failed. Being an ointment, it stays on 
the affected part long enough to penetrate deeply into the 
tissues, kill the germ, stop the intense itching and effect com- 
plete relief. Even stubborn cases which resist most treatments 


yield quickly to Dr. Scholl’s Solvex. 


Anyone who frequents public locker rooms, showers, pools or 
beaches, is likely to contract one of these infectious troubles. 
Dr. Scholl’s Solvex, therefore, is an item well worth your while 
to push. Display. it in your windows and on your counters. If 
you haven’t the new Solvex display card send for it. At 50c 
and $1.00 retail it carries a good profit. 


» 


pn,’ 
nail | 





See Our Exhibit—South Entrance—Hall of Science—W orld’s Fair 


THE SCHOLL MFG.CO.,INC. | ~47 INVITATION 


Largest Dtaretncuasere of Foot * area to Shoemen attending The World’s 











Remedies in the Wor a Make DR. SCHOLL’S 
213 W. SCHILLER ST. — CHICAGO ae. Ha, Wakesie Aeon 
62 W. 14th Street 112 Adelaide &t., E., 
New York Toronto 
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Shall We Sell Old Shoes at New Prices 


[CONTINUED FROM PAGE 21] 


profits. This applies even more forcibly 
to the yearly cycle than to the shorter 
cycles just mentioned. 

Consequently, though we may be un- 
willing to admit it, the good years 
must not only carry themselves, but in 
addition, must make up the deficit of 
the bad years. If not, business dies. 

So let no shoe man feel he is subject 
to criticism when he marks his shoes 
at replacement values. The criticism 
will be deserved if he fails to do so. 
Nor need he put it off because “it’s 
hard to do right now.” It will be just 
as hard at any later date, no matter 
how long delayed. 

The newspapers were severely criti- 
cized for aggravating the case by play- 
ing up lower prices as news the past 
few years. Yet lately they have given 
equal front page publicity to higher 
prices, the very thing merchants all 
welcome. 

4. We hear much talk and advice 
from certain quarters to “keep prices 
at the old levels as long as possible for 
competitive reasons.” Yet in the same 
breath these same advisers admit busi- 
ness recovery hinges largely upon 
higher unit prices and consequent 
higher unit margins. 

They must also admit “competitive 
reasons” constitute one of the most 





grievous causes of the recent unprofit- 
able period. If they agree to that, then 
they cannot deny these very policies of 
their own embody the objectionable 
principles of which they are complain- 
ing. In refusing to adjust prices “for 
competitive reasons,” do they not sub- 
ject themselves to being classed with 
the undesirable 10 per cent? 

It seems to be human nature—or pos- 
sibly only temporary human nature— 
to pray for higher prices, then attempt 
to delay those prices as long as pos- 
sible when the prayers are answered. 

Let no one read into this discussion 
any attempt to justify the “kiting” of 
prices, that is, raising them to unjusti- 
fied levels on the hope, or fear, of fu- 
ture raises in cost which have not yet 
materialized. That practice cannot be 
defended from any angle. 

Nor does this discussion argue that 
it is at all possible to sell everything 
in the store at replacement prices. 
That cannot be done now, nor ever. 
The matter of style depreciation en- 
ters into a very large proportion of 
the stock, so the replacement value is 
simply not there. Raising the price 
will not put it there. 

But the conclusion cannot be denied 
that the policy of holding to the old 
prices is unsound. 








Proposed Code for Leather Industry 


[CONTINUED FROM PAGE 17] 


shall not be included in one of the 
above exceptions unless the identical 
functions were identically classified on 
June 16, 1933. 

5. For the purpose of this section, 
the first 26 weeks period for each em- 
ployee in the employment of any mem- 
ber of the industry at the effective date 
hereof shall begin with such date. The 
first 26 weeks period for any employee 
hereafter employed shall begin with 
the date of employment with such em- 
ployer. 

6. The provisions for maximum hours 
set out in this section establish a maxi- 
mum number of hours of labor per 
week for each employee so that under 
no circumstances shall any employee 
be employed or permitted to work for 
one or more employers in the industry 
in the aggregate in excess of the pre- 
scribed number of hours. 


ARTICLE VII—STATISTICS 


The leather industry, through the 
Tanners’ Council of America, No. 41 
Park Row, New York, N. Y., shall col- 
lect and compile all reports required 
by the National Industrial Recovery 
Act. Every member of the industry 
shall furnish such reports as are 
required pursuant to the provisions 
hereof. 





ARTICLE VIII—STATUTORY LA- 
BOR CODE AND STATEMENT OF 
PRINCIPLES 


1. Employees shall have the right to 
organize and bargjain collectively 
through representatives of their own 
choosing, and shall be free from the 
interference, restraint, or coercion of 
employers of labor, or their agents, in 
the designation of such representatives 
or in self-organization or in other con- 
certed activities for the purpose of col- 
lective bargaining or other mutual aid 
or protection; 

2. No employee and no one seeking 
employment shall be required as a con- 
dition of employment to join any com- 
pany union or to refrain from joining, 
organizing, or assisting a labor organ- 
ization of his own choosing; and 

3. Employers shall comply with the 
maximum hours of labor, minimum 
rates of pay, and other conditions of 
employment, approved or prescribed by 
the President. 


ARTICLE IX—PRICE ADJUST- 
MENTS 


Where the costs of executing con- 
tracts entered into by the Leather In- 
dustry are increased by the applica- 
tion of the provisions of the code it is 





equitable and promotive of the pur- 
poses of the N. I. R. A. that appropri- 
ate adjustments of such contracts to 
reflect such increased costs be arrived 
at by mutual agreement, arbitral pro- 
ceedings or otherwise. 


ARTICLE X—GENERAL AND DI- 
VISION PLANNING COM- 
MITTEES 


For the purpose of carrying into 
effect the policies set forth in the Na- 
tional Industrial Recovery Act, the 
Board of Directors of the Tanners’ 
Council of America shall from time to 
time classify all members of the indus- 
try into divisions. One representative 
elected from each division according 
to its own rules shall constitute a Gen- 
eral Planning Committee which shall 
be the coordinating agency for the di- 
visions of the industry. 

The General Planning Committee so 
organized, the applicants herein, or 
such successor committees or committee 
as may be hereafter constituted by the 
action of the Tanners’ Council of 
America is hereby constituted the 
agency for cooperating with the Ad- 
ministration or the Administrator as 
an administrative, planning and fair 
practice agency for the Leather Indus- 
try. Such agency may from time to 
time present to the Administrator rec- 
ommendations based on conditions in 
the industry as they may develop which 
will tend to effectuate the operations 
of the provisions of this code and the 
policy of the National Industrial Re- 
covery Act. The President may ap- 
point three members to the General 
Planning Committee, who shall not be 
entitled to vote. The Chairman of the 
Board of Directors of the Tanners’ 
Council of America shall preside over 
this Committee without vote. 

No decision of the General Planning 
Committee shall be binding unless con- 
curred in by two-thirds of the mem- 
bers thereof entitled to vote, and by 
representatives of divisions employing 
two-thirds of the total employees of the 
industry as recorded’ by the Tanners’ 
Council of America for the last six 
months for which figures are available. 

Each division of the leather industry 
shall elect its own separate and dis- 
tinct divisional planning committee, 
and each such divisional planning com- 
mittee shall present in writing any 
recommendation or recommendations to 
the chairman of the General Planning 
Committee twenty days before such 
recommendation or recommendations 
become effective. If the General Plan- 
ning Committee fail to disapprove of 
such recommendation or recommenda- 
tions, they shall be deemed approved. 
If the General Planning Committee dis- 
approve thereof, then and in that event 
the divisional planning committee shall 
be entitled to present its recommenda- 
tion or recommendations to the Presi- 
dent for his approval, if the approval 
of the President is required; and if no 
such approval is required, such divi- 
sion may of its own election carry out 


[TURN TO PAGE 50, PLEASE] 
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See Steady Run in Brockton 


Brockton, Mass. — Brockton and 
South Shore manufacturers are united 
in their efforts to carry out the plans 
laid down by the Chief Executive of 
the Nation, and with more than a mil- 
lion and a half pairs of shoes booked 
during the past two weeks are facing 
what unquestionably is the steadiest 
run the South Shore has witnessed in 
ten years. The manufacturers of pop- 
ular priced lines have booked hundreds 
of orders for immediate delivery since 
the Boston Show, and the large volume 
of business received prior to this event, 
with the expectation of a rising mar- 
ket, has proved decidedly encouraging 
from the workers’ viewpoint, though 
not too profitable for the manufacturer. 

Many plants in the vicinity of Brock- 
ton including W. L. Douglas Co., Geo. 
E. Keith, E. E. Taylor, Doyle Shoe, 
Charles A. Eaton, and M. A. Packard, 
manufacturing popular priced lines, 
are booked solid for many weeks to 
come, while on the new Brockton Co- 
Operative line, rejuvenated since Pres- 
ident Fred Belyea took over the plant, 
on his.departure from the Crossett or- 
ganization, there is every indication 
that this factory will join the ranks 
of the other popular priced houses in 
a steady run up to the Fall season, 
within a short time. 

Commonwealth Shoe & Leather of 
Whitman, E. T. Wright of Rockland 
and Stetson Shoe Company of South 
Weymouth have been quite busy, run- 
ning for the most time on a five-day 
schedule, and they are highly optimis- 
tic as to the future. : 

Despite the increased working sched- 
ule, the uncertainty of future cost of 
materials has prompted many manu- 
facturers to curb their acceptance of 
orders for a period up to 60 and 90 
days. Every indication points daily to 





a sharp increase in prices to the con- 
sumer, and many manufacturers have 
openly expressed regret at the large 
orders booked the past. four weeks be- 
cause of the rapidly advancing condi- 
tions in the market on materials and 
other component parts of the shoe. 





Better Business in Buffalo 


BuFFALO, N. Y.—Shoe dealers all re- 
port some pick-up in business in recent 
weeks and a decidedly improved senti- 
ment among customers who, while still 
practicing the economies learned dur- 
ig the depression, are buying and dis- 
criminating more on the side of quality 
than price. Shoe advertising is stress- 
ing the statement that now is the time 
to avoid higher prices in the Fall. 
Some interesting. sales have been put 
on to clear the shelves for new stock. 
It is estimated that 15,000 men have 
gone back to work since July 15, and 
that number is expected to be trebled 
as soon as the. NRA becomes fully 
operative. 





Wages on the Increase 


LynN, Mass.—Gregory & Read Co. 
made another wage increase this’ week, 
bringing total increase since April up 
to 30 per cent. 





LEATHER OPENING, OCT. 2 AND 3, 
AT HOTEL ASTOR 


NEW YORK—The Exhibit Committee of the 
Tanners’ Council of America has announced the 
selection of dates for the Official Opening of 
American Leathers for Spring, 1934. The dates 
selected are Monday and Tuesday, Oct. 2 and 3, 
and the show will be held as usual at the Hotel 
Astor, New York. , 

The Exhibit Committee consists of J. J. Lyons, 
Surpass Leather Co., chairman; J. W. Griess, 
Griess Pfleger Tanning Co.; J. T. McCauley, 
Allied Kid Co.; G. H. Mealley, The Ohio Leather 
Co.; F. H. Miller, G. Levor & Co., and L. J. Rob- 
ertson, Bayer Robertson Leather Corporation. 














High Wage Scale Maintained 


CoLuMBuSs, Ohio — The Walker T. 
Dickerson Co., makers of women’s shoes, 
announced that all of its piece workers 
who total about 98 per cent of the 
entire working force, have been ad- 
vanced 10 per cent effective July 5. 

This is in line with the general move- 
ment of wage advances in the shoe 
manufacturing industry. 

Walker T. Dickerson, president of 
the company, calls attention to the high 
average scale maintained at the plant, 
where about 275 are employed. The 
week following the wage advance the 
average wage paid to women was 
$16.20 for a five-and-a-half-day week 
and: the average wage paid to men 
workers was $21.57 for the same 
length week. 





Slipper Firm Raises Wages 


HACKENSACK, N. J.—S. Goldberg & 
Company,, Hackensack slipper manu- 
facturing firm, announces through Sid- 
ney Goldberg, member of the company, 
that a 10 per cent increase of wages 
would be given immediately to all em- 
ployees. 

The company, largest slipper manu- 
facturers in New Jersey, employs 400 
persons. 





‘Drew Employs More Workers 


PORTSMOUTH, OHIO — The Irving 
Drew Co. continues to add names to 
its payrolls and it announces that more 
workers are employed now than at any 
time during the past-five years. The 
company is turning out 2500 pairs 
daily. 





Fire Destroys Shoe Store 


HazLeHuRST, Miss., July 25 — The 
Allfred: shoe store,—located on Front 
Street,, was totally destroyed by fire. 
The loss is only partially covered by 
insurance. 
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DOLL CARRIAGE CONTEST SUCCESS 


Hilger’s Shoe store in Hamburg, la., staged a novel contest recently, offering a prize to 


kiddies for the best decorated doll carriage, the oldest doll and the largest doll. 


The 


contest proved a successful advertising stunt, attracting 139 entries. The oldest doll 
entered in the contest was 97 years old. 








Shoe Polish Sales Up 


BALTIMORE, Mp. — The Chieftain 
Manufacturing Co., manufacturers of 
Chieftain and other shoe polishes, have 
experienced in recent weeks such a big 
increase in the demand for its products 
as to necessitate the employment of 60 
additional persons and to put opera- 
tion of the plant on a 24-hour daily 
basis. 

This is the first time the concern has 
found it necessary to operate with such 
a large increased force and on such a 
schedule, although the company has 
been operating at one hundred per cent 
capacity for some time. Several months 
ago it was found necessary to take over 
additional floor space in the building it 
occupies on O’Donnell Street. The 
Chieftain Manufacturing Co. is headed 
by John D. Steele. 


Report Heavy Sales 


CANTON, OH1I0—Retail shoe stores, 
cooperating with half a hundred other 
merchants, observed the first Summer 
dollar day, Wednesday, July 26, with 
heaviest footwear sales for a single day 
of the entire Summer reported. 

Unusually heavy volume of business 
was reported by Miller Juvenile Shoe 
Shop and Zimmer Shoe Shop. Five 
stores in Market Street, including Nor- 
mans and the Shubox, practically closed 
out their remaining stocks of women’s 
white foot during this special sales 
event. 


Canadian Shoe Prices Rise 


KITCHENER, ONT., Canada — Shoe 
prices are rising and will continue to 
increase until the fall. This is the 
view of tanners and shoe manufac- 
turers here. It is believed that shoes 
this fall will be from 50 cents to $1.50 





a pair higher than they were on 
March 1. 

The increase to date has been from 
10 to 20 per cent over spring prices. 
The manufacturers can get plenty of 
orders for future delivery but owing 
to the increased costs of hides and 
leather they cannot accept them. 

Hide prices have increased 100 per 
cent since May and some tanneries have 
refused to quote on hides for future 
deliveries to shoe manufacturers. 


Rise in Leather Prices 


Boston, Mass.—American Hide & 
Leather Co increased calf and side 
leather a cent a foot last week. Tan- 
neries, close to capacity, are shipping 
leather as fast as made. Calf leather 
up ten cents a foot from the low of 
1933, and asking prices tending higher. 
Light calf skins bought in January at 
six cents are now up to 18 cents. 


Adopt Shoe Repair Code 


INDIANAPOLIS, IND.—Shoe. repairers 
organized the Indianapolis Association 
of Shoe Repair and Service Shops and 
adopted a code for the government of 
competition. 

Edgar Hart was elected president; 
Jerry Vespo, vice-president; Frank 
Weaver, secretary, and James Angello, 
treasurer. Frederick I. Barrows is 
legal counsel. Organization was ef- 
fected with a membership of about 250. 
The code includes a provision for busi- 


| ness hours from 7:30 a. m. to 6 p. m. 


and prohibits operation on Sundays and 
legal holidays. The question of in- 
creased prices to cover increased costs 
of labor and materials: will be consid- 
ered later. 
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Bayer Robertson Alligator ... . 
mellow-brown, beautiful... . repre- 
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practical, too... . so strong and 
splendidly finished it is durable, 
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Bayer Robertson Alligator is an out- 
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smartest shoes for town wear and 
spectators’ sports. 
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THE RECORDER’S 
DISTINCTIVE WINDOW 
DISPLAY CARDS 





IF the shoes in your windows 
‘ could only say aloud: 


“This is a fine store . . . always courteous service. The cus- 
tomer’s needs receive concentrated attention. The merchant 
selling me is giving you wonderful value for each dollar you 
spend.” 

RECORDER WINDOW DISPLAY CARDS give “silent” shoes 
in the windows a voice on behalf of the merchant. Make your 
merchandise attractive in display—use Recorder cards for 
color and to talk YOUR store service—and your business will 
improve. 

You can’t contact the window shoppers outside, but you can 
GUIDE their thinking. Appeal to them on a basis of service, 
quality, personal satisfaction. 


Recorder cards are designed and written exclusively for shoe 
merchants. Double the value of your window displays with 
hand-lettered selling messages on colorful, artistic, die-cut 


show cards. 
Samples will be sent on request 
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Design in lavender, Blue, 
yellow and white. Text in 
deep purple. 


Size: 8x14” 
COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service, 
Fitting, Quality, Etc. 

Single Cards: 60¢ each 

Without Text: 35¢ each 


SPECIAL INTRODUC- 
TORY SERVICE: 3 
cards, 50 blank tickets, 
without holders, @ $1.50. 
On Annual Contract, two 
holders supplied. 
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ORE SHOES] 


Annual Display Card Service 
Includes 


EXCLUSIVE FRANCHISE is given with annual card service 
to one merchant in an average size town, suburb or city shop- 


ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets, with prices as wanted, 
to assure well blended trim. are 35¢ per fifty, additional. 


HOLDERS 
Oval base — bur- 


nished gold— 
three color trim. 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 











Merchants Service Dept. 
BOOT AND SHOE RECORDER 


367 W. Adams St., Chicago, Ill. 


Select the Service 


You 


Mail Coupon—See Sales 
SERVICE NO. 1—$5.00 monthly: 


12 display cards... 6 holders... 


100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 


8 display cards ... 4 holders... 


100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 


6 display cards ...2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 


4 display cards... 2 holders... 
50 blank harmonizing price tickets 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, III. 
Please enter our order for the Recorder “Selling Mes- 
sage,” beginning with September, for card service 
> for one year, consisting of 
holders (with the first month’s service), 

blank tickets each month—OR— 
IMPRINTED tickets at 35¢ per fifty, additional, for 
whick we will pay $ per year, payable $ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 


WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 
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Shoe Trade Covered by NRA Codes 


(CONTINUED FROM PAGE 15) 


Regarding the clause in our code as 
filed covering the employment of the in- 
firm, partially disabled, or physically 
handicapped, the Administration took 
the position that this clause should be 
stricken out of the temporary agree- 
ment, under which the industry will op- 
erate until a final code is approved. 

N. R. A. consent to the substitution 
of Article IV, Section 1, and 2, of a 
code of fair competition for the boot 
and shoe manufacturing industry for 
paragraphs 2, 3, and 6 of the Presi- 
dent’s agreement. 


ARTICLE IV—MAXIMUM HOURS 


Sec. 1. No employee (excepting out- 
side salesmen, watchmen and cleaners) 
shall be worked more than a maximum 
week of 40 hours; provided, however, 
that there shall be a 10 per cent tol- 
erance during any four weeks until 
final adoption of the Boot and Shoe 
Code. 

Sec. 2. Provided, however, that no 
employee shall be paid less than 374 
cents per hour in any city over 250,000 
population, or in the immediate trade 
area of said city, except 324% cents 
per hour for women; nor less than 364% 
cents per hour in any city over 20,000 
population, or in the immediate trade 
area of said city, except 314% cents per 
hour for women; nor less than 35 cents 
per hour in cities or towns of less than 
20,000 population, or 30 cents per hour 
for women. There will be no discrimi- 
nation in wages by reason of sex, and 
where in any case women do substan- 
tially the same work, or perform sub- 
stantially the same duties as men, they 
shall receive the same rate of wages. 





Provided, further, apprentices during 
the six weeks’ period may be paid at a 
rate not less than 80 per cent of the 
minimum rate; such apprentice class 
shall not consist of more than 5 per 
cent of all employees in any establish- 
ment. 

James H. Stone, manager of the Na- 
tional Shoe Retailers Association, sent 
the following resolution, as signed by 
these state and local associations, to 
Deputy Administrator A. D. Whiteside, 
National Recovery Administration, De- 
partment of Commerce Building, Wash- 
ington, D. C.: 

RESOLVED THAT WE APPROVE THE NaA- 
TIONAL SHOE RETAILERS ASSOCIATION 
ACTING IN OUR BEHALF IN ALL MATTERS 
PERTAINING TO THE NATIONAL RECOV- 
ERY ACT AND WE PLEDGE OUR UNITED 
SUPPORT TO THE NATIONAL SHOE RE- 
TAILERS ASSOCIATION IN THE ADOPTION 
OF A CODE FOR SHOE RETAILING AND WE 
HEREBY RECOGNIZE THE NATIONAL SHOE 
RETAILERS ASSOCIATION AS THE OFFICIAL 
ORGANIZATION TO SPEAK AND ACT FOR 
OUR ASSOCIATION IN THE ADMINISTRA- 
TION OF THE CODE. 

Memphis Shoe Retailers Association, 
Robert S. Love, president. 

New York State Shoe Retailers As- 
sociation, Merton Smith, president; 
Harry A. Chase, secretary. 

Retail Shoe Merchants Ass’n of Sioux 
Falls, S. D., E. W. Braley, president. 

Pittsburgh Shoe Retailers Associa- 
tion, Sam B. Levine, president; K. 
Bruce Murphy, secretary. 

Des Moines Shoe Dealers Associa- 
tion, E. G. Toepfer, president. 

Rochester Retail Shoe Dealers Ass’n, 
William Pidgeon, acting president. 


Northwestern Shoe Retailers Region- 
al Association, Harold W. Reid, presi- 
dent; H. S. McIntyre, secretary. 

Springfield Shoe Merchants Associa- 
tion, C. L. Nisley, president. 

Detroit Retail Shoe Dealers Asso- 
ciation, Clyde K. Taylor, president; 
Nathan Hack, secretary. 

Ohio Valley Shoe Dealers Associa- 
tion, Joseph M. Ryan, president. 

Illinois Shoe Retailers Association, 
F. P. Meyer, president. 

Louisville Shoe Dealers Association, 
Fred B. Kohler, president. 

Wisconsin Shoe Retailers Associa- 
tion, Maurice Fitzsimons, president. 

Milwaukee Shoe Retailers Ass’n., W. 
J. Muckle, president. 

Rockford Shoe Merchants Club, 
Ralph K. Masters, president; E. C. 
Norbeck, secretary. 

Tri-Cities Shoe Retailers Associa- 
tion, George Rank, president. 

Nebraska Shoe Retailers Association, 
L. B. Koupal, secretary. 

Massachusetts Retail Shoe Mer- 
chants Association, W. J. Walsh, presi- 
dent. 

Board of Trade for Retail Shoe Deal- 
ers, Inc., Brooklyn, Harry Stadler, 
president. 

Texas Shoe Retailers Association, W. 
A. Harris, president. 

Tidewater, Va., Retail Shoe Dealers 
Association, George W. Wray, presi- 
dent. 

Schenectady Retail Shoe Retailers 
Association, J. L. Patton, president; L. 
R. Manheims, secretary. 

Kansas City Shoe Retailers Associa- 
tion, J. A. Cox, president. 

Cincinnati Shoe Men’s Association, 
A. Weyman, president, 

Middle Atlantic Shoe Retailers As- 
sociation, David Josephson, president; 
Cal. J. Mensch, secretary. 








Code Adds Workers 


CoLumBus, OHI0—Shoe factories in 
Columbus and central Ohio will em- 
ploy a considerable number of addi- 
tional workers, mostly in the shops as 
a result of the tentative approval of 
the shoe manufacturing code. 

The number to be employed is a mat- 
ter of conjecture but it is expected to 
be between 250 and 300. The H. C. 
Godman Co. at its factories in Colum- 
bus and Lancaster will take on between 
150 and 175, it is believed. The Julian 
& Kokenge Co. will employ about 50 to 
60. The Walker T. Dickerson Co. has 
employed 60 more workers when it 
went on the President’s blanket agree- 
ment a week ago. The G. Edwin Smith 
Shoe Co. is another concern which will 
employ additional help, probably to the 
number of 65 or 75. 


Starts First Store 


Derroir—Earl Mindel has_ estab- 
lished his first independent shoe store 
at 7742 West Vernor Highway, carry- 
ing all lines. He is operating under 
the name of the Francine Boot Shop. 





K. C. Shoemen Adopt Code 


Kansas City, Mo.—At a recent meet- 
ing of the Kansas City Shoe Retailers 
Association the code of the National 
Shoe Retailers Association was read 
and discussed. All of the retailers 
present agreed to operate under a 
temporary code pending the adoption 
of the national program. 

Officers of the local association were 
elected for the coming year. They are: 
Addison Cox, of the Robinson Shoe 
Company, president; Roy Shaffer, man- 
ager of Showalter’s Shoe Store, vice- 
president; Ivan E. Cox, of Dr. A. Reed 
Cushion Shoe Company, re-elected sec- 
retary-treasurer. Directors are: E. V. 
Becker, manager of Nisley Shoe Com- 
pany, Inc., retiring president; H. R. 
Silvey, manager of Baker’s; Dan 
Snider, of the Peacock Shop, and Ben 
Smith, manager of the shoe depart- 
ment of the Jones Store Company. 


Retail Price Trend 


BostoNn—Retail shoe prices will show 
an average increase of from 20 to 25 
per cent for fall and winter selling. 





Providence Code Drawn 


PROVIDENCE, R. I.—F rank E. Ballou, 
of the F. E. Ballou & Co., this city, 
as chairman of the Retail Trade Board 
of the Chamber of Commerce, has an- 
nounced plans to develop a local re- 
tailers’ code to supplement the national 
activities. Mr. Ballou has appointed 
representatives of the various business 
groups to line up activities in their re- 
spective fields. 

George E. Peirce, of Thos. F. Peirce 
& Son, has been appointed to take 
charge of the shoe retailers’ code. Mr. 
Peirce has called a meeting of Provi- 
dence shoe retailers at which time the 
shoe retailers’ code will be drawn. 


Moves N. Y. Sales Office 


New York—Arthur E. Monroe has 
moved to Room No. 439 in the Mar- 
bridge Building, 47 West 34th Street, 
New York. Mr. Monroe represents 
Brass Bros. & Feinroth of New York 
City and Manning and Gibbs Shoe 
Company of Worcester, Mass., slippers 
and sandals. 
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yard 
= Have you looked at a shoe made in Calluna? Have you ana- 
mel lyzed it, studied it, thought over the possibilities in the light 
ited of the style prophesies for this coming Fall ? 
ness : , 
re- If you haven’t—telephone your supplier and have him get wi e new si / a i ton 
his Calluna samples up for you and your style advisers right 
irce away. Find out for yourself why Calluna Kid is going to be ’ 
- the retailer’s big money maker in novelty leathers this Fall. a Cc women b 
“el Here’s the story (it’s a simple one): Calluna Kid is a leather, a 
genuine Kid, finished by a new patented process that gives it 
the appearance of a ribbed, heathery fabric. It is the natural 
leather for shoes that must harmonize with the daytime cos- 
tumes of this coming Fall—the ribbed silks, and ribbed vel- 
has vets, and tweeds, and satins. 
oe Every manufacturer of high grade women’s shoes is featuring 
nts Calluna in their styled lines. Every aggressive retailer is stock- 
ork ing it. From Hollywood to Long Island this country is going 
~ to go Calluna in the Fall—are you going to come in on 


the money ? 
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mechanically and in quality 





THERE IS 
NO BETTER HEEL 


The exclusive and revolutionary method of attaching Panco 
Sta-tite heels eliminates open nail holes, effects a_per- 
manently tight joint at the heel base, and increases the 
wearing life. These unusual mechanical features have 
been welcomed by many manufacturers and retailers. 


In quality, Panco Sta-tites are equally dependable. They 
are made of fine materials to secure tough, long wearing 
resiliency. They have a high, bright finish, and as 
illustrated above a dignified, artistic design. 


If you want the advantages of this superior heel, your 
manufacturer will gladly use them. 


PANTHER-PANCO CO., Inc., CHELSEA, MASS. 


ENON ROD 


STA-TITE 


YCACUAS 
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Many Brockton Factories 
Have Capacity Production 


BROCKTON, Mass.—Pending upon the 
release of the official code, Brockton 
and South Shore factories have got 
away to a working schedule that has 
every indication of reaching capacity 
production in 80 per cent of its fac- 
tories within a fortnight. Many manu- 
facturers are working on a list of 
orders that will insure a steady work- 
ing schedule until November 1. 

Among the houses engaged on a full 
schedule are E. E. Taylor, W. L. Doug- 
las, Commonwealth Shoe & Leather, 
George E. Keith (both its men’s and 
women’s factories), The Stetson Shoe 
Co. at South Weymouth, E. T. Wright 
Co. of Brockton, the Regal Shoe Co. at 
Whitman, M. A. Packard, C. A. Eaton, 
Richards & Brennan at Randolph, and 
Stone-Tarlow. All these have booked 
orders that will carry them up into 
the late fall season, and many such 
houses are receiving more orders that 
tend to insure the workers a full time 
run well into the winter months. 

Among the popular grades of shoes, 
Ellison Fisher of Northeastern, John 
E. Lucey & Co. of Middleboro, Doyle 
Shoe Co. of Brockton, and Givren Shoe 
Co. of Brockton are booked solid, with 
their six-day schedule in order. 





Rising Prices 
Sales Argument 


Cuicaco—F. E. Foster and Company 
find a new peg upon which to advertise 
their usual August sale of shoes this 
year. 

The shoes in the present sale, they 
say, were contracted for during the 
price when shoes were at their lowest. 

The sales reductions have been made 
from these low prices. 

This sale, in their opinion, marks 
the end of depressed prices. 

The advertising copy also stresses 
quality in shoes by calling the reader’s 
attention to the fact that “quality” ma- 
terials have advanced in price. Also 
that the “depression shoes” which were 
made solely to be sold at a low price 
were really high priced shoes because 
of the poor quality of material and 
workmanship that went into them. An- 
other way of saying that “quality is 
always economy,” brought up to date. 





Store Robbed of $7,000 


Detroit, Mico. — The Wise Shoe 
Store, 1059 Woodward Avenue, was 
held up by bandits on Thursday, and 
robbed of about $7,000. This consti- 
tuted one of the largest hauls in any 
recent burglary in the city. Lou Field 
and Michael Koffman, manager and 
assistant, and two clerk were in the 
store. Both Field and Koffman were 
beaten by the bandits, and the latter 
required hospital treatment. Field was 
forced to turn off the lights and open 
the safe by the men. 
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Wilson Connolly With Curtis 


MARLBOROUGH, Mass. — Wilson Con- 
nolly, well known for many active years 
on the Pacific Coast in the interest of 
the Peck Shoe Co., is now associated 
with the Curtis Shoe Company of Marl- 
borough, and is active in his old terri- 
tory in introducing the new Velvetred 
line of Curtis shoes featuring the new 
innersole recently created by this pro- 
gressive New England manufacturer. 
Mr. Connolly, on his first trip, has suc- 
ceeded in opening many new accounts 
for his house. 


Heavy Orders Recall Salesmen 


CoLuMBuSs, Ohio—The Julian & Ko- 
kenge Co. has recalled all of its travel- 
ing salesmen from the road because of 
the heavy orders booked for the fall 
season. With the factory operating on 
a full-time basis the company will be 
unable to take care of more business. 
Efforts to increase the output by em- 
ploying additional workers are being 
made and advertisements asking for ex- 
perienced workers have not been pro- 
ductive of many workers. It is pointed 
out that with all factories running full 
experienced workers are scarce. 


Goodger Announces Lines 


RocHESTER, N. Y.—Goodger Shoe 
Corporation, 89 Allen Street, Roches- 
ter, has announced to the trade that it 
is now manufacturing under the name 
of Hapytoz the complete line of first 
step turns in sizes 1 to 5, and stitch- 
downs, in sizes 2% to 6, formerly made 
by W. C. Goodger, Inc. The firm has 
also added a complete line of pre-welt 
shoes in sizes 3 to 6, 6% to 8, and 
8% to 12, in widths. The same salesmen 
are now covering their territories. 


Reeves Colorado Representative 


For Brown 


DENVER, CoLo.— Luke Reeves, who 
has been connected with the St. Louis 
office of the Brown Shoe Co. for several 
years, has been appointed Colorado 
representative for the firm to succeed 
L. F. Murphy of Denver, who has not 
recovered from the serious accident in- 
curred on a high mountain pass last 
spring. Mr. Murphy is improving 
gradually and is now able to walk 
slightly. 


H. A. Brachman on the Road 


H. A. Brachman, for many years ad- 
vertising manager of Boyd-Wright Shoe 
Company, has joined the boys on the 
road this season and is covering Colo- 
rado, Idaho, Montana, Utah, Wyom- 
ing and parts of Nebraska, Oregon and 
Washington. Of course, he is carrying 
the Boyd-Wright lines. The factory re- 
ports that Henry is doing a good job. 
Carl Reichers succeeds Henry as adver- 
tising manager. 








THE 
VITAL INGREDIENT 


One result of the National Recovery Act will 
be the eradication of unfair practices, 
trickery, and deception which have made the 
economic world sick and the buyer’s job 
hazardous. 


Reduced to a word, that means that all com- 
modities will be placed on a common com- 
petitive level with all similar articles in 
similar grades. 


But there will still remain in all merchandise 
one ingredient which law cannot control. That 
vital ingredient is the intent of the seller. 


Irrespective of the benefits to be had from the 
leveling of competitive practices, it will still 
remain safer and more profitable to buy from 
the house which has proved by performance 
that it intends to give every ounce of value and 
service due the buyer, no matter who he is nor 
where he is. 


That has always been the policy of the Robin- 
son-Bynon Shoe Company. 


ROBINSON-BYNON SHOE CO. 
Auburn, New York ‘ 


54 4 55 WELTS 
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without A KICK 


[ is your goal to score sales with- 


out a kick. You’re the field gen- 
eral, and those dependable leathers— 


ELKO 


NOWE Sic]jo 
and DEERSKIN 


are the backfield that will score goal 
after goal without a kick in sport and 
juvenile shoes. 








Kitchener Brogue 

Russide Sootan 

W.LLI. Elk Sides 
Smooth Sides 


NORTHWESTERN LEATHER COMPANY TRUST <+ BOSTON 


ELKO - 
OA Ae aan yn Ou © 





& DEERS KIN 
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Claims Important Advantages 
for Wedge Channel 


Sr. Lours—A. J. Brauer, president of 
Brauer Brothers Shoe Company, claims 
that one way to stop peely soles on 
sewed shoes is to discontinue the chan- 
nel leaf. He, therefore, recently an- 
nounced another interesting develop- 
ment in shoemaking; namely, a method 
called “Alocs,” which replaces the out- 
sole channel leaf with a wedge channel 
and angular sewing. 





Notice thickness of leather between stitching 


and wearing surface of sole. Nothing to peel. 
Will not expose stitch. 


Mr. Brauer states that after a thor- 
ough testing period, he found complete 
absence of peely soles, shoes were 
cooler and more flexible, ‘and edges re- 
mained tight until the shoes were worn 
out. He further found that the soles 
wore longer because the stitching was 
away from the wearing surface of the 
sole. 


Shoes for Unemployed 


WELLINGTON, NEW ZEALAND—The 
New Zealand Unemployment Board has 
placed orders with New Zealand foot- 
wear manufacturers in connection with 
the board’s scheme to provide New 
Zealand unemployed relief workers 
with boots in return for extra work to 
be done, and to arrange for the manu- 
facture of boys’ and girls’ boots and 
shoes and women’s shoes with a view 
to supplying them at very low price. 
This scheme is at the same time aimed 
to stimulate the local boot and shoe 
industry. The total number of work- 
ing boots required by the board is 
60,000 pairs, while the total require- 
ments for the whole of New Zealand, 
including footwear for women and 
children is expected to exceed 150,000 
pairs. 


Buffalo Repair Code 


BUFFALO, N. Y.—A code of ethics has 
been subscribed to by 282 shop-owner 
members of the Buffalo Shoe Repair 
Association. The code follows the one 
adopted by the National Shoe Rebuild- 
ers Association which met in Chicago 
recently. Efforts are being made to 
secure the consent of all shop-owners 
to the code. Vito Musselman recently 
explained the code to a group of non- 
affiliated owners at an outing at. the 
Wheatfield farms. 
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» ABOUT PEOPLE ¢ 








To Merchandise All Departments 


BuFFALo, N. Y.— Russell Ratigan, 
who has_ been’ merchandising the 
women’s footwear department of J. N. 
Adam & Co. for the last four years, 
has also been given merchandising 
supervision over the men’s and boys’ 
shoe departments, it was reported by 
Walter J. Brunmark, president of this 
local unit of the Associated Dry Goods 


Corp., of New York. He succeeds . 


Morey Sostrin, who resigned to become 
street floor merchandise manager for 
Loeser’s in Brooklyn. 


Dr. N. F. Normand Joins Lit’s 


PHILADELPHIA—Dr. N. F. Normand, 
who resigned from Namm’s, Brooklyn, 
August 1, has joined Lit’s, Philadel- 
phia, as shoe merchandiser, effective 
August 1. 

Dr. Normand has been engaged for 
four and a half years as merchandise 
manager of the women’s, children’s and 
men’s shoe departments at the Namm 
Store and three years with R. H. Macy 
& Company of New York in the capac- 
ity of buyer in their lower-priced shoe 
department. 





Sheehan Heads Cochran- 
Gleason Factory 


BrockTon, Mass.—Patrick Sheehan, 
for many years head of the sole leather 
department of the Cochran-Gleason Co., 
has been made general superintendent 
of the plant and takes over the duties 
of former Mayor William L. Gleason, 
who recently resigned to become iden- 
tified as assistant manager of the 
Massachusetts Home Owners’ Loan 
Corporation. 





George Robinson With 
Lucey Shoe Co. 


BROCKTON, MaAss.—George Robinson, 
who for years supervised the claim de- 
partment of the M. A. Packard Shoe 
Co., has succeeded Charles Bond in a 
similar position with the John E. Lucey 
Shoe Co. of Middleboro. 





Ridgdill Assistant Manager 
DENVER, CoL.—M. M. Ridgdill, for- 


merly with Baker’s at Kansas City, has 
been transferred to the Denver store 
of this firm as assistant manager, suc- 
ceeding P. Bert. Ridgdill was only in 
Kansas City for a few months, having 
come from Little Rock, Ark., where he 
had been located for some time. 





To Sell Navy Yard Customers 


BREMERTON, WASH.—C. C. Christen- 
son has opened a new shoe store at 
Fourth and Pacific in Bremerton, 
Wash., and will cater to navy yard em- 
ployees and their families. 









The best known comfort 
line in America... 





SUPER-FLEXIBILITY 





- .- leads to 
repeat business anda 
stabilized profit 





IN-STOCK 

No. 757—Black Ruby Kid 14/8 heel 

Ss 2 Pere $2.85 
No. 757-52—-Same with 10/8 heel 
DG Eee vccceyowsarcevencoceces $2.85 


CONSTANT COMFORT 
SHOE 





IN-STOCK 

No. 246 — Black 
Ruby Kid 14/8 
heel AA to E 
$2.85. 

No. 246-51—Same with 10/8 heel— 

A 0 EB... ccccccccicccccccsceteceees $2.85 


YE OLDE TYME 
COMFORT SHOE 


F OOT comfort is 
always in demand—and the 
army of women who insist 
on the comfort found only 
in turn shoes never de- 
creases. This type of busi- 
ness pays the steadiest profit 
with the least hazard. 


The reputation of A-W Com- 
fort Shoes has been consis- 
tent with the steadiness of 
the demand for this type of 
shoe. It has been character- 
ized by unfailing value— 
prompt in - stock service— 
and salable, satisfying style. 
Consequently, it is more 
profitable and safer to con- 
centrate on A-W Comfort 
Footwear. 


AULT-WILLIAMSON 


SHOE COMPANY 
AUBURN, MAINE 




































































WHERE TO BUY 
Men’s Shoes 


LTA ET TS OS SO OT Soe ree 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 














ORIGINAL 


Drdt, 


FOR MEN 
}. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 





























“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS., U.S. A. 
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OLD COLONY SHOE CO. 
NEW YORK Brockton, | 
mAgtDe. | = MASS. | 1 Wien sr. 














“China Lined” Shoes Not 
Porcelain 


Boston, Mass.—China lined shoes, 
of which some shoe firms speak, does 
not mean that the shoes have porcelain 
insides, like the inside of a tea cup, 
but it does mean that the shoes are lined 
with leather made from kid skins that 
come from faraway China, where the 
Chinese, who know their goats from 
long experience with them, the pelts 
making an unusually good material, 
after being sufficiently tanned, for lin- 
ing women’s shoes. 


>» STORE CHANGES 4 








Denver Store to Move 


DENVER, Cot. — Effective Sept. 1, 
Baker’s Shoe Store here will move from 
its old location at 906 Sixteenth Street 
to an improved site at 816 Sixteenth 
Street. The store will be located in 
the old A. T. Lewis and Son depart- 
ment store building. The department 
store went out of business some months 
ago. 

Although Baker’s will be housed in 
an entirely separate store, it will have 
the advantage of a great deal of traffic 
to Norman’s, Inc., a new department 
store which occupies the rest of the 
main floor of the Lewis building. This 
corner is regarded as one of the best 
in Denver’s business district. This is 
the second shoe store to make a bid for 
department store traffic in recent 
months, a similar arrangement having 
been made by Lorber’s with the new 
Fifteenth Street Department Store. 





New Birmingham Store 


BIRMINGHAM, ALA. — The Millwood 
Shoe Company will open August 25 at 
1924 Third Avenue, N. Birmingham, in 
the location formerly occupied by 
Clyde’s Wonder Shoes, operated by 
Herbert Steele. Owners of the place 
are N. V. Millsap and C. B. Woodruff. 
T. M. Baker, for 22 years with the 
Guarantee Shoe Company, will be man- 
ager. A line of women’s, men’s and 
children’s shoes will be carried. 





Republic Orthopedic to 
New Location 


DENVER, CoL.—The Republic Ortho- 
pedic Shoe Co., operated here by Dyke 
Lollar and A. A. Haaker, was moved 
recently from the old location at 335 
Sixteenth Street to enlarged quarters 
at 327 Sixteenth Street. Although es- 
tablished only a little over a year, the 
Denver firm has already built up an 
excellent business in the exclusive cor- 
rective line. 


Operate Store Under Own Name 


PORTLAND, ORE.—Joe Rosenthal has 
purchased the interests of S. Glen Ful- 








lerton in the Mandell Shoe Store, and 
will hereafter operate it under his own 
name. 

Mr. Rosenthal was formerly in the 
shoe business in Kansas. He will also 
operate the shoe department in Rum- 
baughs’ department store in Everett, 
Wash. 


New Dr. Scholl Shop 


BIRMINGHAM, ALA.—A new foot com- 
fort shop handling the products of Dr. 
Scholl has been opened on the first floor 
of Loveman, Joseph and Loeb. 
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Reports Early Interest in Satins 


DENVER, Cot.—The Lorber Shoe Co. 
here reports an unusually early interest 
in satins this year. Although no great 
volume of business has been done on 
this merchandise, a great many in- 
quiries have been received. This trend 
is taken to reflect increased confidence 
in conditions, and it is predicted that 
the coming Fall season will show a 
decided increase in satin volume. 





Berlow Completes Five 


Years as Buyer 


LONG BRANCH, N. J.—David Berlow 
recently celebrated his fifth anniver- 
sary as shoe buyer for the Jacob Stein- 
bach department store here. The shoe 
department has shown an increase in 
sales every year under his manage- 
ment. 





Sax to Operate in Mo. 


OKLAHOMA City, OkLa.—The Sax 
Shoe Co. of Missouri recently was given 
a charter by the Secretary of State to 
operate in Oklahoma. Oklahoma cap- 
ital is listed at $5,000 while Una Lee 
Roberts is named as service agent. 





Mrs. Fields Opens Store 


IRONTON, OHIo—Mrs. Mary Fields 
and daughter, Miss Zelma Fields, have 
opened a women’s shoe store at 306 
South Second Street, featuring exclu- 
sive and higher priced footwear for 
women and misses. 





Eastern Adding Children’s Shoes 


SACRAMENTO, CAL.—The main floor 
shoe department of the Eastern Out- 
fitting Co., 1114 J. Street, Sacramento, 
Cal., is being expanded to provide for 
the addition of stocks of boys’ and 
children’s shoes in the near future. 





Features One Price Shoes 


Ketso, WasH.—Lee Silen, formerly 
of San Francisco, has opened Lee 
Silen’s Treadway Shoe Store in Seattle. 
He specializes in a one-price $10.00 
shoe, emphasizing correct fitting. 





Discontinues Men’s Shoes 


BuFFALO, N. Y. — Watter’s, Main 
Street at Genesee Street, has just an- 
nounced that it is discontinuing the 
sale of men’s shoes and is disposing of 
every pair. The reason given for the 
discontinuance is to make room for 
larger quarters for women’s business. 





Block Adds Another Store 


Keitso, WasH. — Max Block, oper- 
ating a chain of stores in the key cities 
of the Pacific Northwest, has opened 
another store in North Liberty Street 





in Salem, Ore. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 


SEF 6 Fe er 


W. 8S. CHASE & SONS, INC., 
HAVERHILL, MASS. 


tn Steck Men’s Full Leather Lines | 
Handturned Slippers | 


Priced from $1.35 | 


Kid Pullman Slippers 
colors and black with 


Snap Pocket $1.26 
laipper Pocket $1.50 
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WHERE TO BUY 


Children’s Footwear 


ll lh eh el i 





MRS. DAY’S IDEAL BABY SHOES 
b (nfants’ Soft Seles...0-3 
intermediates ........ 1-5 
Flexible Hard Soles. . .2-8 


Send for In-Stock 
Catalog 


MRS. DAY'S IDEAL BABY 
SHOE Co. 
Locust St. 
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“TEN FOOTER” AT SHOE SHOW 




















One of the interesting features of the Boston Fair last month was this reproduction of 
an old time shoe shop, with a custom shoe maker.turning out footwear at the bench. 
It was part of the exhibit of the Curtis Shoe Co., of Marlboro, Mass. 














HE line that 

repeats — ev- 

erywhere. All qual- 

ity—with exclusive features 
In Stock Catalog shows 1% 
numbers. 


HERBST SHOE MFG. CO. 
MILWAUKEE, WIS. 


LANE BROS. CO., Boston, Mass. 
NEW ENGLAND STATES DISTRIBUTORS 


B66 8 Oe 


WHERE TO BUY 
Riding Boots 


6 te er 


RIDING BOOTS 

| *° IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 


CONNE ; 
3-4 Nor co. te 








Atlanta Team Well Shod 


ATLANTA, GA—Atlanta’s well- 
known baseball team, The Crackers, 
is almost entirely foot-equipped with 
Algonquin shoes, thanks to the energy 
of Paul Barcroft, manager of the Net- 
tleton Shoe Department at Zachry’s. 
Mr. Barcroft has been selling Algon- 
quins te the baseball players all the 
season, but he was agreeably sur- 
prised, recently, on making a check- 
up, to discover that he had sold 18 
pairs to this ball team! Included in 
his line-up were the manager, assist- 
ant manager and trainer, as well as a 
good majority of the players on the 
team. 


Twin-City Retailers Preparing 
Code 


MINNEAPOLIS, MINN.—Shoe retailers 
of the Twin Cities metropolitan area 
made fast work in the Curtis Hotel on 
the local code. One hundred were 
on hand and most of them stayed four 
hours. The meeting began with the 
radio address of President Roosevelt. 
Eleven out of 14 paragraphs in the 
tentative code were adopted unani- 
mously without debate, two were re- 
ferred and one was stricken. Another 
meeting is set for Aug. 1. The adopted 
paragraphs barred gifts with sales of 
shoes, except advertising souvenirs, 
bait offers at improper price conces- 
sions, exaggeration in advertising, re- 
plenishing stock in closing out sales, 





offer of free service in connection with 
sales, hiring persons at less than one 
day’s wages, avoiding exchanges or re- 
funds of seasonable merchandise after 
ten days, publicity indicating purpose 
to undersell competitors in same lines, 
guarantee of “lowest” prices. Other 
moot points were covered. Willingness 
to cooperate reasonably in the forma- 
tion of a Twin Cities metropolitan area 
code was shown decidedly by the repre- 
sentatives present. Arthur Gale of 
St. Paul presided and H. S. McIntyre 
was secretary. 


Award Buffalo Contract 


BuFFALo, N. Y.—Norman C. Sprick- 
man, director of the City Division of 
Purchase, has announced the award of 
the shoe contract to the Brown Shoe 
Co., St. Louis. The contract is not for 
a fixed amount but is expected to reach 
about. $150,000 on the basis of last 
year’s record. About 100,000 shoes are 
usually bought. The cost to the city 
is $1.50 per pair. David Abrams, Inc., 
the only other bidder, held the contract 
last year. 


$2 Retailers Squeezed 


LYNN, Mass.—Makers of $2 retailers 
have asked for new price lists, saying 
that with leather rising, and shops to 
go on short work week, according to 
the code, the $2 retailers will be 
squeezed out of the markets. 
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>» WHAT'S SELLING q 


Chicago Gals to Wear 
Polka Dot Hose 


CuHIcaGco—Polka-dotted stockings are 
a brand new item being shown at Car- 
son Pirie Scott and Company’s. These 
draw the attention well away from 
price talk and center it on an entirely 
novel hosiery slant. 

The dots are in black, brown, green, 
yellow and red against a sheer white 
background. They are small and well 
spaced. Sizes range from 8% to 10% 
in standard lengths. They are retail- 
ing at one dollar. 

Sales talk includes the feminine 
touch which they introduce in a 
woman’s wardrobe when worn with 
white shoes and white or pastel frocks, 
the background of white being a dis- 
tinct change from the strong sun tan 
shades that have been the vogue dur- 
ing the past season. 

Another stocking being shown by this 
store as something distinctly novel is a 
three-thread chiffon with an elastic 
around the top which makes it possible 
to be worn without garters. It comes 
in standard sizes and lengths and in 
the season’s wanted colors. It has a 
dull finish. A selling point is that it 
fills a need for formal wear. 





Boots for a Dime 


Boston, Mass.—Alas, poor boots! 
How the tops have fallen. Raymond, in 
Boston, is offering the lofty shoes at a 
dime a pair. What boots—wave tops, 
button fastened, of Russia calf, a style 
of Victorian days, high lace boots of 
white buck, such as once were worn the 
summer through, and Napoleon tops of 
black kid that laced nearly to the knee, 
a relic of recent inflation days when 
kid went to $1 a foot. 


Stockings in Cellophane 


CuIcaGco — Cellophane wrapped hose 
has been sold here for several months 
—-long enough for the report to be that 
it is meeting with favor among the 
customers of this store. The size, color 
and length are marked distinctly on 
the outside of each package so that a 
woman can know what she is getting. 

Open samples of the packaged article 
are easily accessible on the counter, 
making it possible for the purchaser to 
“see them with her fingers,” a privi- 
lege which most women demand when 
buying any article of wearing apparel. 

It. is pointed out to the buyer that the 
cellophane covering keeps the stocking 
in perfect condition, including the ad- 
vantage of not being handled by others. 
The obvious advantage to the store is 
in the snags that it saves. 





Daly Brothers Buy 
Brockton Factory 


HOLBROOK, Mass. — Daly Brothers 
Shoe Co., operating factories in Keene, 
N. H., and Belfast and Calais, Maine, 
last week acquired the plant of the 
Brockton Shoe Mfg. Co., Inc., which re- 
cently liquidated, and made immediate 
plans for inaugurating a schedule to 
average 200 pairs of men’s welt shoes 
per day. The company operates a 
group of chain stores in various sec- 
tions of the country, and will confine 
the bulk of their men’s production to 
the new factory in Brockton. 


Hogue-Sprague Corp. Lease 
South Shore Factory 


Avon, Mass.—Hogue-Sprague Corp., 
of Lynn, Mass., well-known manufac- 
turers of shoe cartons, have leased the 
factory formerly occupied by the Ellis 
Fisher Co. in Avon Square for storage 
facilities and to expedite their deliver- 
ies in the vicinity of the South Shore. 


Leases Store Room 


LISBON, OHI0O—John Kroenfeld of 
Erie, Pa., has taken a lease on the 
Burns store room on East Lincoln Way 
and will open a retail shoe store shortly 
after September 1. The room was for- 
merly occupied by the Nobil Shoe Store. 








—_—_—_————, 
V'VE FOUND 
THE BEST 

~() HOTEL VALUE 
toy f_, IN NEW YOR 


“_ CITY. 


45th-STREET and BROADWAY 





Just think... mod- 
ern, new hotel, in the 
heart of New York— 
\ 200 feet from. Broad- 

a way, on: 45th Street. 
A room and bath for one, 
$2.50; for two, $3.50. 


1 ¥ & PICCADILLY 


e NEW YORK 
WILLIAM MADLUNG, Mnq. Dir. 

















HOTEL 


KENMORE 


COMMONWEALTH AVENUE at KENMORE SQUARE 
BOSTON - MASSACHUSETTS 








KENT 


AUTOMATIC 
GARAGE NEw yorK 


When you come to 
BOSTON ..... 














One of Boston’s newest and finest hotels 
pleasantly and conveniently located on broad 
Commonwealth Avenue, near Boston’s 
theatrical and shopping center. Modern in 
appointments and with a delightful homey 
atmosphere. Cheerful outside rooms. 
Special dining facilities in its moderately 








The last word in convenience and safety 
for your car ,.. occupies its own par- 
ticular compartment .. . offers every 
opportunity for storage by the hour, the 
day, the month . . . with or without 
service. 


Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 


Your Car Is Never Touched by 
Human Hands 





priced Coffee Shop and Main Diming Room. 


$#).00 
400 Rooms from Daily 


Each with tub, shower, circulating ice water 
LOWER WEEKLY AND MONTHLY RATES 


Ample parking space 
Send for booklet — “Historical Boston” 





























C. P. DODSON, President 
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WHERE TO BUY 


Sport Footwear 
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WHERE TO BUY 
Shoe Trees 
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Self Adjusting Shoe Trees. 
A gentle squeeze inserts or 
removes. Write for unique 
sales plan. 


SIMPLEX SHOE 
TREE COMPANY 
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WHERE TO BUY 


Brewery Boots 











"OLD-TIME" 
BREWERY BOOT 


Knee High—No. 610 
15” High—No. 601 


HEAVY OIL GRAIN 
Perfect Rocker Sole 


Catalog Ne. 5 
Reece Wooden Sole 
Shoe Co., Inc. 
Columbus Nebr. 
























Jacksonville Retailers Band 


JACKSONVILLE, FLA.—The Jackson- 
ville Shoe Retailers’ Association has 
been formed here for operation under 
the National Recovery Administration. 
At a recent meeting George P. Golden 
was elected president of the associa- 
tion, Ray H. Paxon, vice-president, and 
J. H. Rentz secretary and treasurer. 
Directors chosen were J. M. Edenfield, 
John H. Peters and A. W. Landau. 
Fourteen Jacksonville shoe dealers at- 
tended the meeting and became charter 
members of the organization. 
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Proposed Code for Leather Industry 


[CONTINUED FROM PAGE 36] 


the recommendation or recommenda- 
tions of its planning committee, all to 
the end that each division shall be in- 
dependent and self-governing in all 
problems relating exclusively to such 
division. 

In accordance with Section 3 of the 
Act, the Leather Industry in this code 
emphasizes its desire under the code, 
in due course and from time to time, 
as occasion may arise, to submit com- 
plaints to the President of the United 
States with reference to importations 
of leather in competition with the do- 
mestic product, for such steps as may 
be mandatory under the code to be 
taken by the Administration, and in 
order that such importations may not 
defeat the purposes of the National In- 
dustrial Recovery Act and the provi- 
sions of this code in the furtherance 
thereof. And it is affirmed that it shall 
be the duty of the General Planning 
Committee, when any Division Plan- 
ning Committee shall have asked for 
action under Section 3 of the Act re- 
ferred to that such request shall follow 
the rules agreed to in this code. 


ARTICLE XI—MONOPOLIES 


No provision in this code shall be 
interpreted or applied in such a man- 
ner as to: (1) Promote monopolies; 
(2) Permit or encourage unfair com- 
petition; (3) Eliminate, oppress or dis- 
criminate against small enterprises. 


ARTICLE XII—DESIGNS 


No member of the industry shall imi- 
tate or simulate within one year from 
date of registration, any new design or 
pattern originated by any other mem- 
ber of the industry and registered with 
the Tanners’ Council of America, or 
any other designated agency. 


ARTICLE XIII—TRADE TERMS, 
ETC. 


The domestic trade terms of the 
Leather Industry are not to exceed 2 
per cent for cash in 30 days from date 
of invoice, net thereafter together with 
interest to be added at the rate of 6 
per cent. No datings shall be given. 
The buyer shall be entitled to cash dis- 
count if cash payment is made on or 
before the 15th day of any calendar 
month for all invoices for the preced- 
ing month. 

Forward orders shall be booked only 
after purchaser has signed the uniform 
sales contract of the Leather Industry 
approved by the Planning Committee. 


ARTICLE XIV 
AMENDMENTS, MODIFICATIONS, 
TERMINATION AND VOTING 


This code and all the provisions 
thereof are expressly made subject to 
the right of the President, in accord- 
ance with the provisions of the Na- 





tional Industrial Recovery Act, to can- 
cel or modify any order, approval, 
license, rule or regulation issued pur- 
suant to the provisions of said act, and 
specifically to the right of the Presi- 
dent to modify his approval of this 
code or any conditions imposed by him 
upon his approval thereof. 

Such of the provisions of this code 
as are not required to be included 
therein by the National Recovery Act 
may with the approval of the Presi- 
dent, if the approval of the President 
is required, be modified or eliminated 
as changes in circumstances or experi- 
ence may indicate by a three-fourths 
vote of the members of the Tanners’ 
Council at a meeting to be called upon 
10 days’ notice by the Tanners’ Coun- 
cil of America. Voting shall be on the 
basis of the average number of em- 
ployees during the previous six months 
as shown by the records of the Tan- 
ners’ Council of America. Voting may 
be by proxy. 

It is contemplated that from time to 
time supplementary provisions to this 
code or additional codes will be sub- 
mitted for the approval of the Presi- 
dent to prevent unfair competition in 
prices and other unfair and destructive 
competitive practices and to effectuate 
the other purposes and policies of Title 
I of the National Industrial Recovery 
Act consistent with the provisions 
hereof. 

This code shall continue in effect for 
the period provided in the National 
Industrial Recovery Act, unless sooner 
terminated in accordance with the law 
in such case made and provided. 





Gilbert Shortens Hours, Adds 


Workers, Raises Pay 


THIENSVILLE, W1S.—The Gilbert Shoe 
Co. of Thiensville began operations un- 
der the President’s blanket code last 
Thursday morning, reducing the hours 
of employees from 49% hours to 40 
hours and increasing the pay 15 per 
cent and 20 per cent. The company 
has about 200 employees and during 
the past few weeks, in preparing to 
put the new code into effect, put 25 
more on the payroll. 

Operating under the code will mean 
an increase in the annual payroll of 
the firm of $32,000. 

The company expects by the end of 
August to adopt the boot and shoe 
manufacturers code which is now 
awaiting approval. This is substan- 
tially the same as the President’s code, 
and only a few minor changes will be 
made. 

According to Mr. Gilbert, president 
of the company, wages now being 
paid are at the same rate as at the 
peak in 1929, and beginners are also 
being paid the minimum hour rate pro- 
vided in the blanket code. 
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The APPEARANCE of the 
UNITED CUSHION HEEL 


is sO fine that it 1s 


constantly imitated but never equalled 


uSVen 


CUSHION 





Look for the 


“De 
ITS QUALITY 
is just as superior as its appearance 


ee >] 


THE TRADE-MARK 
is the hall mark of fine shoemaking 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


Dancing Shoes and Taps 
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TAP 
DANCE 
SHOES 
* 
In 
PAT. LEATHER Stock 
ABC 2% «8 Aci ” 
$1.35 A-B-C li%e-2 
21.25 


OWENS SHOE CO. 


589 Essex St., Lynn, Mass. 





*%& KENDALL’S P®OUSSSIONAL + 


IN-STOCK 
Style No. 13 









Pat. Lea. or me 
Kid with 
Cleth Lining. 


$1.65 






lomen’s Sizes, 2%-3 
“ $1.65 ” 


Misses’ Sizes, 11-2 
$1.55 











% KENDALL SHOE COMPANY y 


HAVERHILL, MASS. 
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WHERE TO BUY 


Women’s Shoes 
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THE PUMP WITHOUT A GAP 


GENUINE COMPO PROCESS 
IN STOCK 
- Black Suede 


Brown Suede 
Kaffir Calf 
Patent Leather 
Brown Kid 
Black Moire 
White 
Moire 

























Regent and Seamless 
High and Baby Louis , 
AAA to C 


BETT SHOE CO. 
58 N. 4th St., Philadelphia, Pa. 

















Saunders Crittenden’s Manager 


ATLANTA, GA.—Ed Sanders, for the 
past two years manager of the ladies’ 
shoe department for the Davison-Paxon 
Company, has resigned to accept the 
position of manager for the entire 
chain of Crittenden Booteries in 
Georgia and Florida. He will leave for 
Miami, Fla., on September 1, where 
he will make his headquarters. 





BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, August 19, 1933 


Allen Edmonds Adds Workers, 


Raises Pay 


BELGIUM, W1s.—Allen Edmonds Shoe 
Corporation has put in force a new 
workers price schedule. A flat 20 per 
cent increase in piece work prices has 
been announced, and approximately the 
same advance is being given to all time 
workers. It is estimated that these 
changes will result in a 20 per cent 
increase in the number of workers. 

“In this connection,” said E. W. Al- 
len, “we might say that our selling 
prices had not been changed up to 
August 1 and, due to the change in 
labor cost, we have advanced the prices 
only sufficiently to cover part of the 
advance in material cost and the ad- 
vance in labor cost.’ 





Mishawaka Increases Payroll 


MISHAWAKA, IND.—A 15 per cent in- 
crease in the payroll of the Mishawaka 
Rubber & Woolen Manufacturing Com- 
pany is announced. Conforming to the 
NRA program, approximately 600 em- 
ployees have been added to the force. 
The order for increasing wages and 
shortening hours affects 2700 em- 
ployees. These changes are in addi- 
tion to wage increases made on July 17. 





Harry E. Reeves 


WATERTOWN, N. Y.—Harry E. 
Reeves, 56, who for the past 35 years 
has been prominently identified with 
the retail shoe business of Watertown, 
died August 2 at the family residence, 
365 South Rutland Street, after an ill- 
ness of 19 weeks. He was the propri- 
etor of the Reeves Shoe Store at 12 
Public Square. 

Mr. Reeves became ill March 18 and 
since that time had been unable to at- 
tend to his shoe business. Since March 
22 he had been confined to his bed. 
His illness was diagnosed as typhoid 
fever, the source of which is unknown. 

Mr. Reeves had always resided here. 
He attended the Academy Street school 
and was graduated from the Water- 
town High School. For a short time 
after leaving high school he had a 
clerical position with the New York 
Central railroad here. He then became 
identified with the shoe business. 

James E. Reeves, his father, who 
died suddenly at the age of 76 years 
August 23, 1927, at his cottage on 
Grennell Island, was the senior partner 
in the J. E. & H. E. Reeves shoe com- 
pany, which was located at 91 Public 
Square at the time and which was the 
oldest established firm of its kind in 
Watertown. 

Upon the death of his father, H. E. 
Reeves succeedéd to the business and 
about four years ago the store was 
moved to its present site in the Bonadio 
block, 12 Public Square. H. E. Reeves 
had been the active manager of the 
business most of the time since the 
partnership with his father was 
formed. 





School Shoe Windows 


[CONTINUED FROM PAGE 28] 


sistent story about values in children’s 
shoes. The cost element is of supreme 
interest. and importance to the average 
parent. Shoe prices will tend to be high- 
er, but the shrewd merchant will strive 
harder than ever to give good values 
for the prices he asks and will make 
sure that customers are properly im- 
pressed with the fact that his shoes, 
because of their quality and the service 
they will render, are worth the price. 
It will be impossible to evade this price 
issue, and the merchant who meets it 
frankly and honestly, telling his cus- 
tomers why his shoes are worth the 
money, what sort of materials are used 
in their construction, what kind of 
service they will give and why they will 
prove an economical investment in the 
long run, will have gone a long distance 
toward disarming price resistance. 

In your school shoe windows, stress 
the fact that the shoes you feature are 
built to give satisfactory service, that 
they are made from rugged materials 
that will stand up under the hard 
usage that an active youngster gives 
his shoes and that they are priced as 
low as they can be and conform to 
these exacting requirements. It may 
not be a season for long profits in chil- 
dren’s shoes, but the merchant who 
sticks to good leather and shoemaking 
and sells at a fair markup, in keeping 
with the economic stress of the times, 
will build a fund of good will on which 
he will earn profit dividends in years 
to come. 





What’s the Story in Galoshes? 


[CONTINUED FROM PAGE 19] 


sold than last year. The silhouette is 
standard. Upstanding, gracefully 
pointed tops. Fewer turned down cuffs. 
Zipper fastenings on the great major- 
ity, with a few snap fasteners still in 
the picture. The new seamless shoe has 
a wrap around effect which makes it 
easier to slip on... and off. 

The idea of using rubber reproduc- 
tions of reptile skins is still dominant. 
Almost all the manufacturers have 
them in their lines this year. A few 
exotic finishes are added to the familiar 
alligator and lizard. The galyac pat- 
tern is popular again. 

All these shoes are nice shoes. Lady- 
like galoshes. They will keep feet nice 
and dry. They are, to repeat, the back- 
bone of your business. But don’t forget 
that it takes more than staples to make 
a business now, more than meat and 
potatoes to make a meal. So, as we said 
before, after you have bought staple 
shoes like these, do keep some room for 
a little dessert! - 





Stress Juvenile Foot Health 
[CONTINUED FROM PAGE 25] 
expensive to present in advertising and 


displays that will dramatize the im- 
portance of correct shoes for children. 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


















SALESMEN WANTED 


POSITION WANTED 





POSITION WANTED 





HOE SALESMEN. To handle line of rubber 

footwear na gen. new specialties. Excellent 
side line. Good commissions. Line open for 
Nebraska, Kansas, Colorado, Texas, Ohio, Cen- 
tral Illinois. State references, complete infor- 
mation, and present line carried. Address D-438, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





WANTED- Shoe Salesman to carry side line 
of foot appliances, embodying many new 
features and very attractive price. Something 
new with large field. Ample commission paid 
on new and repeat business. Reply with refer- 
ence and state territory covered. Address D-443, 
care Boot & ~ _Recorder, 239 West 39th 
Street, New York, 





SALESMEN to represent large concern manu- 
facturing general line of hard and soft sole 
leather and fabric boudoir slippers. Foliowing 
territories open: New Jersey, Pennsylvania, 
Michigan, Wisconsin, Minnesota, Illinois, Iowa, 
Nebraska, West Virigina, Tennessee. Strictly 
commission basis, payable weekly. State full in- 
formation in your first letter. Address D-444, 
care Boot & Shoe eel 239 West 39th 
Street, New York, N. Y. 





PROMINENT New York City Ladies Novelty 
Shoe Jobber desires resident salesmen ac- 
quainted with the Buffalo, Cleveland, Detroit 
and Pittsburgh trade. Address D-445, care 
Boot & Ghee. Recorder, 239 West 39th Street, 
New York, 











ARE YOUR SALES SATISFACTORY 
IN THE CHICAGO AREA? 


Are you interested in a salesman with background of 
twenty years profitable shoe selling? Led sales force 
St. Louis general line for years. Later introduced men’s 


dress welt line successfully. 


Followed with four years 


specialty selling. Open for shoe line or lines in Chicago 


and tributary area. 


Address D-452 


Care BOOT & SHOE RECORDER 
367 West Adams St., Chicago, Illinois 











GALEMEN— Representing first-class houses in- 
terested in selling a side line to retailers. A 
uality line of new and different price ticket 
Slestars that sell. Good commission. C. J. 
Bates & Son, Chester, Conn. 


SHORT sideline, Infants 4/8 McKays. Dollar 
retailers. JAMESON, Belpre, Ohio. 


ANTED—Anbitious, energetic, young MAN 
with some knowledge of Orthopedic Shoe 
Fitting. Allen’s Boot Shop, Trenton, N. J 














BUSINESS OPPORTUNITY 


Exe y OSB ATING DIRECTOR 
OF LAR VOLUME OMEN’S RE- 
TAIL SHOE CHAIN With. OM ROUGH 
KNOWLEDGE OF CHAIN STORE OPERA- 
TIONS, BUYING AND MERCHANDISING, 
SEEKS OUTRIGHT PURCHASE OR SUB- 
STANTIAL AND ACTIVE INTEREST IN 
SUCCESSFUL CHAIN. Address D-446, care 
Boot & ae. Recorder, 239 West 39th Street, 
New York, » @ 














POSITION WANTED 


Highly Capable Salesman, 17 years 
experience in United States and 
Europe in a quality line of Men’s, 
Women’s and Children’s shoes, de- 
sires connection with a manufac- 
turer of quality shoes. San Fran- 
cisco headquarters preferred but 
willing to go anywhere in the 
United States. References excellent. 


Address D-448 


Care BOOT & SHOE RECORDER 
239 West 39th St., New York, N. Y. 





TOP NOTCH SALESMAN 
Wants 
Women’s, Growing Girls’ 
or Children’s Shoes 
with responsible manufacturer 
‘Middle West territory 
with Chicago as center. Capable 
of handling biggest buyers and 
presenting merchandising plans. 
Details gladly furnished. 
Address D-447 
Care BOOT & SHOE RECORDER 
239 West 39th St., New York, N. Y. 




















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


cents per word. Minimum charge 
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LINE WANTED 


BUSINESS OPORTUNITY 





BUSINESS OPPORTUNITY 





LINES wanted by shoe salesman with 30 
years experience and references, with big 
following in California, ladies’, retailing $1.95, 
$2.95, $3.95. For the better trade, a line of 
Brooklyn’s turns. While buyers are in the 
mood for fall buying now, act quickly. Sam 
Jarmulowsky, 1924 Franklin St., Oakland, Cal. 





ANTED, line from reputable manufacturers 

in women’s, misses’ and child’s stitch-downs, 
also men’s, boys’ and youths’ work shoes nailed 
and Goodyear welts, to be sold in volume in 
Mississippi, Tennessee and Arkansas, on strict 
commission basis. 15 yrs. experience with big 
house in St. Louis. Address D-441, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





AVE covered Wisconsin, Minnesota, Dakotas 

and Iowa. Have a wide acquaintance with 
the better trade. Want a line of popular priced 
women’s shoes. Address D-449, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





SALESMEN available for men’s shoes, includ- 
ing dress and work. Also women’s novelties. 
Territory Western Pennsylvania. Address Mr. 
Joseph Harris, Secy., Penna. Shoe Trav. Assn., 
Henry Hotel, Pittsburgh, Pa. 





LINE WANTED FOR SOUTHERN CALI- 
FORNIA. Salesman with splendid record 
and wide acquaintance among best _ buyers 
throughout Southern California is open for line 
of ladies’ shoes. Must be shoes of merit and 
made by a reputable concern. Best of references 
furnished. Address D-450, care Boot & Shoe 
eager, 239 West 39th Street, New York, 
N.. ¥. 





LINE WANTED FOR KENTUCKY AND 
TENNESSEE. The sponsor of this adver- 
tisement has for years covered Southern terri- 
tory for important manufacturers and has a 
splendid line of trade in the States of Kentucky 
and Tennessee. He is desirous of securing for 
the coming season a good line of women’s popu- 
lar priced shoes or a strong line_of men’s shoes. 
Best of references furnished. For further par- 
ticulars address D-451, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 








FOR SALE 


Two National Cash Registers, Mahogany Cab- 
inet, Style No. 9094 (3) N-RS-E-4F, and 
Style No. 944 (3) RS-E-4F. Electric 4 Drawers, 
Measure about 5 ft. from floor. Price $100.00 
each. Inquire Poster & Deutsch, Cash Buyers 
& Auctioneers, 436 Grand St., New York, N. Y. 











Fine Akron Store 


AKRON, OHIO— The Louis Ostrov 
Shoe Company has secured a 100 per 
cent location in Akron—a four story 
building, No. 214 S. Main Street—as 
soon as necessary alterations are com- 
pleted they will make this building the 
new home of their Shumaker ‘Shoe 
Store now at 17 S. Howard Street. 

The plans have been made to make 
this new store one of the finest in Akron 
and Northeastern Ohio. This store will 
be conducted as the better grade of 
family shoe store, handling nationally 
advertised lines, and in addition a base- 
ment will be operated for the more 
popular priced shoes. 


Opens New Store 


Detroit — Herbert Schneider and 
Miss Rose Boimel have incorporated 
Herbert’s Boot Shop, and opened a new 
store at 7000 West Warren Avenue. 
Schneider was formerly with Ettling- 
er’s shoe department here. Louis 
Raphle is manager of the store. 








Boston 


course of instruction. 


clinics. 


Write for catalogue to 


473 BEACON STREET, 
* 





* MIDDLESEX SCHOOL OF PODIATRY* 
A Department of the Middlesex Medical College 


Podiatry is the only uncrowded profession. 
services of qualified chiropodists is universal. 


The Middlesex School of Podiatry offers the standard three years 

Students enjoy the facilities of a fully equipped medical school 
with university and hospital affiliations. 

Practical training is amply provided in large dispensary and hospital 


The school is coeducational and a high school education or its 
equivalent is required for admission. 


HIRAM B. DONALDSON, Dean 


MIDDLESEX SCHOOL OF PODIATRY 


Waltham 


The demand for the 


BOSTON, MASSACHUSETTS 
a 

















HOTELS 





a 
i 





Sree. ‘ 


.. is a word we’re fond 
of at the Paris. There’s a free 
swimming pool—a solarium—a 
roof garden—a radio in every 
room. With our rates of $16. a 
week for room, bath, breakfast 
and dinner, you can afford to 
live here — FREE from worry. 


Hotel 
cS 


ST. AT WEST END AVE. 
NEW YORK CITY 


97th 








BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and prt 3 
income in service fees. A new system of 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
Stephens. Established 1894. Address 
s on aborato 
Boston, Mass. es a. ae 











WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We w'll buy surplus or entir hoes 
from manufacturers, jobbers or len 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO.., Inc. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 








= WE BUY 
intire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 


Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Etc. 
IRVIN RUBIN 
“The House of Jobs’ 
89 Reade St. Cor. Church 
New York City 
Phone Barclay 7-7887 








POSTER @ DEUTSCH 
436 Grand St., New York City 


Phone Dry Dock 4-0352 
— BUY FOR CASH — 
entire or surplus stocks of 
SHOES—DEPT. STORES 


Leases assumed Transactions confidential 














A Whole Front Boot 


BOSTON—A new winter sport boot has a 
whole front, it being seamless from the tip of 
the toe to the top of the quarter. The laces 
are beneath. The purpose of this whole front 
is to keep out snow and water. 











New Highs 


New YorK—U. S. Leather Co. pre- 
ferred stock, and Endicott, Johnson 
Co. preferred stock made new highs 
on the New York stock exchange last 
week. 
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U. S. Rubber Report 


New York—wNet sales of United 
States Rubber Company for the six 
months ended June 30, 1933, amounted 
to $36,494,680. Sales for the first six 
months of 1932 were $42,432,014. Net 
sales of the Samson Tire and Rubber 
Corporation and of the Gillette Rubber 
Company, which have not been included 
with the sales of the United States Rub- 
ber Company, amounted to $4,489,787 
for the first six months of 1933 com- 
pared with $6,202,020 for the same 
period of 1932. 

The loss from operations, after in- 
terest on funded indebtedness of $2,- 
027,073 but before provision for de- 
preciation, amounted to $224,204. Pro- 
vision for depreciation was $3,195,100 
and the net decrease in Surplus Ac- 
count amounted to $3,419,304. 

The condensed consolidated balance 
sheet as of June 30, 1933, was as fol- 
lows: 

ASSETS 


Cash of Parent Company 

Cash of Subsidiary Companies. 

Marketable Securities 

Accounts and Notes Receivable 
(Net) 

Inventories 


97, 619 


19,124,810 
17,927,909 


$ 42,941,372 


U. S. Rubber Plantations, Inc.$ 27,487,959 
U. S. Rubber Co. Bonds & Notes 

(at Cost) 

Held by Trustees of 

ance Fund 

For Investment 
Securities of Controlled Com- 

panies 3,757,380 
Other Securities and Mortgages 1, 007, 578 


$ 33,617,646 


Total Current Assets 


Insur- 
844,343 
520,386 


Total Investments 


Property and Equipment (Net)$ 79,849,917 
Prepaid and Deferred Assets. . 2,641,806 


$159,050,741 


LIABILITIES 


Accounts and Acceptances pay- 


able 3,797,519 


Accrued Liabilities 3,213,466 
6%% Serial Notes due Mar. 
1,552,000 


1934 (Net) 
Total Current Liabilities....$ 8,562,985 


Long Term Indebtedness (Net)$ 7 294,298 
Reserves ,306,558 

Minority interest in subsidiary 
companies 338,700 
Capital Stock-Preferred 65,109,100 

Net Worth of Common Stock— 
1,464,371 shares no par value 9,439,100 
$159,050,741 
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A BUYING GUIDE TO 
OUR ADVEIRTIVERY 
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BOOTS AND SHOES 
Ault-Williamson Shoe Co., Auburn, Me.... 


Bass, G. H., & Co., Wilton, Me 
Bett Shoe Co., Philadelphia, Pa 
Brown Shoe Co., St. Louis, Mo 


Chase, W. S8., & Sons, Haverhill, Mass 
ee. | Edwin & Sons, Inc., E. Weymouth, ‘ 
as 
Connell, J. M., Shoe Co., South Braintree, 
Mass 48 
Coon, W: B., Co., Rochester, N. Y 


0 Bliss & Perry Co., Newburyport, o 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 
Edwards, J., & Co., Philadelphia, Pa., 
Back Cover 


Friedman-Shelby Shoe Co., St. Louis, Mo... 10 
Herbst Shoe Mfg. Co., Milwaukee, Wis.... 48 
Kendall Shoe Co., Haverhill, Mass 


Minor, P. W., & Sons, Inc., Batavia, N. Y.. 23 
Mrs. oo Ideal Baby Shoe Co., Danvers, 


Nettleton, A. E., ila. N.Y. 
— Bush & Weldon Shoe Co., Milwaukee, 
Wi Front Cover 


Old sitieai Shoe Co., Brockton, Mass 
Owens Shoe Co., Lynn, Mass 


oe Wooden Sole Shoe Co., 


Richards & Brennen Co., Randolph, Mass.. 
Robinson-Bynon Shoe Co., Auburn, N. Y. 
Roberts, Johnson & Rand, St. Louis, Mo., 
2nd sues 
7 


Columbus, 5 


Rogers Bros., Boston, Mass 


Shaw, M. T., Inc., Coldwater, Mich 
Smith, J. P., Shoe Co., Inc., Chicago, Ill.... 4 


Weyenberg Shoe Mfg. Co., Milwaukee, Wis., 
3rd Cover 
LEATHER AND OTHER MATERIALS 
Allied Kid Co., Boston, Mass 
Bayer-Robertson Co., New York City 
Colonial Tanning Co., Boston, Mass 
Eagle-Ottawa Leather Co., Whitehall, Mich. 8 


Levor, G., & Co., Inc., Gloversville, N. Y..2-3 
Lima Cord Sole & Heel Co., Lima, Ohio.... 27 


MeNeely Division Allied Kid Co., Phila., Pa. 1 
~~ eee Leather Co., Trust, Boston, ‘ 
4 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


be Shoe Machinery Corp., Boston, 


6-38-47-51 


SHOE ACCESSORIES 
Scholl Mfg. Co., Chicago, I 
Simplex Shoe Tree Corp., TREES Il 
MISCELLANEOUS 
American Tei. & Tel., New York City 


Hotel Kenmore, Boston, Mass 
Hotel Paris, New York City 
Hotel Piccadilly, New York City 


Kent Automatic Garage, New York City... 
Kirsch-Blacher Co., Ine., New York City... 


Middlesex School of Podiatry, Boston, Mass. 
Poster & Deutsch, New York City 

Rubin, Irvin, New York City 

Stephenson Laboratory, Boston, Mass 





The plantations had a loss: of ap- 
proximately $156,000 after all charges, 
including provision for depreciation 
amounting to $168,000. These results 
have not been included in the state- 
ment of the United States Rubber Com- 


pany. 


SEATTLE, WASH.—Special funds for 
the wholesale purchase of shoes, rub- 
bers and other footwear are being cre- 
ated for needy Jewish children. The 
Seattle section of National Council of 
Jewish Juniors provided shoe funds 
trom proceeds of its dance at the Seat- 
tle Yacht Club recently. Previously 
$195 had been spent on shoes and rub- 
bers for Jewish needy children. 





OBITUARY 





William Bealer Dead 


JAMESTOWN, N. Y.—William Bealer, 
84 years of age, who spent a lifetime 
in the retail shoe business in James- 
town and Fredonia, died July 23, after 
a brief illness. He spent his early life 
in Fredonia where he operated a re- 
tail shoe business. Forty-two years ago 
he moved to Jamestown and for a while 
was connected with the Lines shoe store. 
Later he and his son purchased the shoe 
store of Charles W. Mace which they 
operated under the name of William 
Bealer & Son. The elder Bealer retired 
in 1928. Mr. Bealer is survived by a 
son and four daughters. 


John T. Winsor 


BostoN—John T. Winsor, New Eng- 
land salesman for the Irving Drew 
Company of Portsmouth, and prior to 
that on the road for a period of ten 
years selling shoes for the Selby Shoe 


Company, also of Portsmouth, died 
August 9 in the Lawrence Memorial 
Hospital, Medford, Mass., following an 
attack of peritonitis. Funeral services 
were held in the family home in West 
Medford, August 11. Mr. Winsor, who 
was born in Brockton in 1885, was an 
active member of the National Shoe 
Travelers’ Association and was also 
prominent in Masonic circles. He was 
a director of the Bearhill Golf Club. 
Surviving him are his wife, Mrs. Orra 
M. (Dow) Winsor; two sons, Gordon 
D. and Kenneth W.; and a daughter, 
Jane Winsor. 
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THE FAMOUS 


“MON K” 


SHOE 


IN STOCK 


BLACK CALF-672a 
BROWN CALF.6762 


The "MONK" shoe is also Here is a new original creation for the modern young lady, a "tie" with 
made to order, in one a broad strap which adds "chic" to the plain toe, giving the foot a 
week, in the following narrow effect . . . very dressy! 

leathers: Either in brown or lustre black calf, is ideal for school or dress-up events. 


6732—Patent Leather Many of our discriminating buyers are finding it one of their best 

6769—Brown Suede numbers for “early fall" selling. 

6782—White Elk The bulb-shaped heel with smooth seamless quarter and inner lining 

Sizes 3, to 9 AAAA to are selling points that are exclusive ‘'Kali-sten-iks" features, sure to appeal 
D Widths. to your customers at the fitting stool. 

"'Kali-sten-iks" have 14 inside features, and as Health Shoes are famous 

for their Metatarsal Arch and full 3-point suspension. 


CATALOG 
SENT ON 
REQUEST 


THE GILBERT SHOE CO. 


LOS ANGELES OFFICE ve NEW YORK OFFICE 
OS Asemes Come THIENSVILLE --- WISCONSIN. NEW, YORK OFFICE 
LOS ANGELES, CAL. NEW YORK CITY 


Vol. 103, No. 25. Published every week by the Boot & Shoe Recorder Company, 239 W. 39th St., New York, N. Y. 
Post Office at New York, N. Y., under the act of March 3, 1879. Svbscription price $3.00 per year. Printed in U. S. A. 





Entered as second class oe. Sept. 10, 1925. at the 
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Again WALTER BOOTH announces 


A NEW AND DRAMATIC IDEA IN THE 
FIELD OF MEN’S POPULAR-PRICED SHOES 


A REVOLUTIONARY 
HEALTH SHOE 
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Hard but resilient 
rubber piece on the 
inside of the heel 
seat. 


¥ 


Heavy piece 
of spongy rubber 
on the inside of the 
shank —scientifically 
graduated in 
thickness. 
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For the first time 
Apsiefonse 


POSTURE FOUNDATION 


offers everything that men 
want in a “corrective” shoe. 


@ An entirely new scientific principle, pat- 
ented and exclusive with Walter Booth 
in the men’s popular-priced field. 

@ Prevention of flat feet as well as relief 
for sufferers, extending the market to 
men of all ages. 

@ Eye appeal, in staple selling styles that com- 
pletely overcome prejudice against ugliness. 

@ Price to allow a substantial profit at $6.00 
retail, where the volume is. 

@A dynamic idea with almost universal 





sales appeal. 


Aobaglfore 





or the MASS MARKET 


At last, there is a scientifically correct health shoe 
which masses of men will wear because they like them. 


A complete departure from flexible shanks, fancy . 


bottom stampings, arch “supports,” and other so- 
called “corrective” devices — and decidedly not a 
“medical” shoe in either looks, price, or function 
— Crosby Square Posture Foundation goes back 
to Nature for its basic principle. 


Instead of applying unnatural pressure against the 
sensitive area under the arch, Posture Foundation 
takes the load off of the arch and properly balances 
iton Nature’s own “universal joint” in the human 
transmission — the three-point contact at the base 
of the large inner ankle bone. 


ost ure 


REG:U.-s 


Posture Foundation then gently molds the delicate 
muscles, nerves, and tendons of the arch just as 
Nature did with soft earth and turf, before Men 
wore shoes and built concrete pavements to walk on. 


Any average man, with or without flat feet, gets a 
new spring in his step with Crosby Square Posture 
Foundation.. Any average shoe salesman can do a 
satisfactory job of fitting, from an average stock of 
widths and sizes. Any average shoe merchant can 
add new faces to his clientele and new profits to 
his operation with this new, powerful sales appeal. 


Write or wire for complete information regarding 
the Crosby Square agency for your community. 


WALTER BOOTH SHOE COMPANY 
302 North Broadway Milwaukee, Wisconsin 


tio” 


oundd 


"“PAT-OFF: 


» » » A companion line to Crosby Square Authentic Fashions « « « 
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EssenTIALLy a style line, Brownhi't 
Tread Straight Shoes find ready sale to the 
man about town. To him, the Tread Straight 
features give added comfort and perfect fit. 
But his style consciousness is in no way 
affected, as the health features are concealed 
to the eye. 

To the older man, and to the man with 
tender or weak feet, Brownbilt Tread 
Straight Shoes bring an entirely new and 


delightful foot freedom in style shoes. Thus 


ag? 
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you can make one stock do the work of two, 
and greatly increase turnover. Retailers who 
are playing them both ways exclusively are 
making profits with the Brownbilt Tread 
Straight Shoes not possible with more com- 
plicated stocks. 


Write for our model stock plan. 


Drow Saos Gouge, 


Manufacturers—St. Louis 


Shoes fo 


Men 
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Shoe by P. W. Minor & 
Son, Inc., Batavia, N. Y. 
Style No. 7092, made 
on 98 last Amer's Black 
Satin KING KID. 








vom Drazil..- 
come the best nurtured skins 


Because the country of Brazil, in verdant South America, has ideal 
climatic conditions for the raising of well-nourished animals the kid- 
skins which come from there are traditionally meaty and mellow 
natured. And because the same ideal conditions do not exist in the 
same degree elsewhere, the William Amer Company imports only 
selected, well-nurtured skins... from these incomparable skins the 
incomparable Satin KING KID is produced. 


Satin KING KID has a beauty that is vibrant with subdued lustre and 
a finger-caressing texture that forbids the acquirement of dust... 


| ey elegantly simple and practical ... ideal for informal morning and 
formal afternoon wear. 


| D Shoes made of Satin KING KID are of undiminished popularity 
season-in and season-out... for they are stylish, serviceable and 
comfortable, such as KING KID can make them! 


eprack satIN WILLIAM AMER CO. 


THE ACKNOWLEDGED LEADER 


eBLACK GLAZED ESTABLISHED 1832 


THE PREMIER SOFT NATURED KID PHILADELPHIA, U.S.A. 
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The CORONADA “T" Strap 


All-over Evans 101 Brown kid with 
parchment underlay, perforated. Milius- 
way 175 last carrying a 20/8 Spanish heel. 


AVAILABLE FOR MAKE UP BY 


MILIUS SHOE COMPANY 
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DEEP, rich Madeira Brown 
that strikes clear through— 

evenly. This uniformity makes Evans 

came 101 Brown the choice of manutac- 
turers who desire a perfect match 

in color in every pair of shoes they 


make. 


» > 


Viandardize on Gans (Brand_> 
HN A. EVANS & COL 


CAMDEN, N. J. PHILADELPHIA 


CINCINNATI *ST. LOUIS BOSTON + MILWAUKEE 
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te never known of any plan or regulation or law that 
was evolved for the emergency purpose of mass 
— that couldn't be shot full of holes by the indi- 
vidual. 


The world today, fortunately for most of us, is think- 
ing and planning in terms of mass benefit. The indi- 
vidual may, or may not, like it but he doesn't count, 
economically speaking, as an individual,—he is just one 
of the mass. 


With us here in America the Great Experiment—the 
NRA—is on. Its prime purpose is to create employment 
and to increase purchasing power. Heaven knows we 
need that—and just that. 


But the critic—the individual—doesn't approve of 
this or that clause, or phrase or interpretation of the 
different codes that are being rushed through to Wash- 
ington; and some are saying "This NRA is just plain 
dynamite," or "the Administration is going to wreck 
the country." 


Phooey! The country was well-nigh wrecked as it was. 
Now we've got to do things differently than ever be- 
fore, because we're living in a new world, with new 
problems to solve and new goals to reach for. 


We need explosives to blast away much of the debris 
of false ideas and ideals which are blocking our high- 
way to a new prosperity. Dynamite may be one of the 
NRA ingredients—but we need it to do the job. 


Now is no time for dallying or beefing or backing 
water. We've started forward and that's the only direc- 
tion we can go if we are to win this desperate battle 
against Unemployment and Hunger and Misery—and 
possibly Revolution. 


Twelve million people out of work for any extended 
length of time is another kind of dynamite that can do 
irreparable damage. 


If, perchance, the NRA should prove a failure, that 
would be just too bad—for every one of us. But it 
will not, it can not, be a failure if the American people 
back it up with the same loyal spirit and dogged 
determination which have always characterized their atti- 
tude in every case of National Crisis. 


Of course the NRA isn't a perfect plan. But at any 
rate the doctors who have been endeavoring to diag- 
nose our great illness have found the focus of infection 
to lie in wide-spread unemployment and dangerously 
low purchasing power. 


Now they have created a new serum—NRA—and if 
that doesn't effect a cure, it will at least relieve the 
suffering and give our economic laboratories time to 
prepare a new specific that will do the job. 


It's great to be alive these days, because a new 
world is in the making and everyone of us has a glori- 
ous opportunity to know the pleasant thrill of all real 
adventure. 





President, BOOT AND SHOE RECORDER 
PUBLISHING CO. 














